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The paint department of Harrison & Gould, Inc., is constructed in such a way that the customer is assured of a 
considerable degree of privacy. This allows him to make his selection undisturbed which frequently results in 
additional sales. 


Y maintaining a free “delivery 

service for miles around,” by 

carrying a well assorted 
stock, and by advertising and sell- 
ing it in a number of practical and 
novel ways, Harrison & Gould, Inc., 
Milford, Conn., averages an annual 
stock turnover of $60,000 in paints, 
varnishes and brushes in a town of 
less than 10,000 people, within easy 
commuting distance of the city of 
New Haven. 

This firm carries a stock of paints 
and paint accessories valued at about 
$15,000, which is turned over four 
times a year. 





In explaining the methods em- 
ployed to accomplish these results 
Charles W. Harrison, senior mem- 
ber of the firm, outlined a number 
of interesting and valuable mer- 
chandising ideas, which his firm has 
used successfully, and which mer- 
chants in other parts of the country 
could probably apply with impunity 
to their own localities. 


Avoid Overcharging 


The first and most essential thing 
for a hardware merchant to adopt 
as a fundamental policy, according 
to Mr. Harrison, is always to avoid 
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overcharging. One of the methods 
that the Harrison & Gould store uses 
to avoid overcharging is the exten- 
sive use of price tags. The price of 
practically every article in the store 
is price marked so that there can be 
no misrepresentation or misunder- 
standing on the part of salesmen or 
customers. 

In the paint department of the 
Harrison & Gould store there is a 
bulletin board. This is an ordinary 
blackboard which is placed about 
614 ft. above the floor at the front 
of the department. On this the 


price fluctuations of turpentine, 
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Selling $60,000 in Paint in a Town of 10,000 


of Milford, Conn., Makes Four Annual 
Department With a $15,000 Stock 


46 


linseed oil, white lead, alcohol, 
gasoline, oil, and similar products 
are marked up immediately  up- 
on notification of any price change. 
The board is placed so that a cus- 
tomer entering the store can see it 
as he walks toward the rear, where 
the paint department is located. 

If there is any special sale or bar- 
gain offering in paints, oils, varnish- 
es, brushes, or painters’ materials, it 
is recorded on the blackboard in 
large white letters.. 

Following Price Declines 

Harrison & Gould, Inc., always 
follows the policy of giving customers 
the benefit of any price declines that 
are made. More than that, it adver- 
tises the fact. How is a customer 
to know if the jobber or the manu- 
facturer has reduced prices? By 
publishing the fact in advertise- 
ments, in circular letters and on the 
store bulletin board, Harrison & 
Gould, Inc., creates the impression 
that it is abreast of the times, that 
its business is conducted so that it 
can immediately give customers the 
benefit of reductions, and above all 
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run it is the best policy to carry 
straight lines rather than a mixed 
stock. In this he follows the belief 
that a man can not serve two mas- 
ters. If a man has confidence in one 
line and believes that it is the best 
line of paint that he can sell he will 
slight, and often lose sales, Mr. Har- 
rison thinks, by attempting to sell 
a substitute or a “similar” line. 

In the matter of advertising, both 
the New Haven and the local Mil- 
ford papers are used. One of the 
points touched upon frequently in 
the advertising is the fact that Har- 
rison & Gould, Inc., maintain free 
delivery service. By this delivery 
service the firm is able to serve cus- 
tomers in the outlying districts, and 
it has been one of the most persua- 
sive arguments that the firm has em- 
ployed in attracting customers. It 
has enabled Harrison & Gould, Inc., 
to sell paint to farmers who ordi- 
narily would purchase their require- 
ments from mail order houses. 


A Well-Assorted Stock 


Mr, Harrison lays a great deal of 
importance upon the necessity of 
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sient customers who might otherwige 
be persuaded into becoming regular 
customers, because the stock assort- 
ment that the merchant carries is 
inadequate. 

A special bulletin board is used in 
the front part of the store to an- 
nounce the arrival of new goods, spe- 
cial sales, and special features. This 
is separate from the paint depart- 
ment, although it is frequently used 
to advertise some unusual bargain 
in paints, varnishes, oils and 
brushes. 

It is vital for a successful paint 
and varnish business, Mr. Harrison, 
believes, for the men behind ‘the 
paint counter to be thoroughly fa- 
miliar with the lines they sell and 
capable of talking about the paint 
problems of customers. 

Although a large part of the paint 
business of this Milford concern con- 
sists of mixed paints, every effort 
is made to supply those customers 
who desire oils and dry colors with 
everything that they need. By giv- 
ing customers what they want, in 
the way they want it, Harrison & 
Gould, Inc., probably enjoys, to-day, 


When a paint sale is made it naturally follows that a brush should also be sold and in order to sell them they must be dis- 


played effectively. 


that, its prices are always “right.” 
In the merchandising of paint Mr. 
Harrison believes that in the long 


Outing of Peck, Stow & Wilcox 
Co.’s Employees 

The ninth annual outing of the em- 
ployees and their families of the Peck, 
Stow & Wilcox Co., Southington, Conn., 
was held at Hanover Park, Meriden, 
Conn., on July 29. The employment 
of ten special trolley cars were neces- 


This shows the way in which the firm of Ludlow & Squier, Newark, N. J., 


carrying at all times a well assorted 
stock. Many merchants, he thinks, 
lose business, as well as many tran- 





sary in conveying the crowd to and 
from the park where the day was taken 
up in athletic events, boating, dancing, 
ete. 

In the morning a baseball game was 
held between the married and the 
single men, in which the single men 
carried away the honors in a hard 
fought contest. 


displays its stock of brushes. 


as satisfactory a business in paints 
as any hardware firm similarly lo- 
cated in the state of Connecticut. 


Hagar Co. Takes Over Isham 


The Hagar Hardware & Paint Co., 
Burlington, Vt., has purchased the busi- 
ness of the Isham Hardware Co., 98 
Church Street, Burlington, and will con- 
tinue to operate that business under the 
name of the Hagar Hardware & Paint 


Co. 
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HARDWARE 


Canning 

demonstration 

held by J. M. 

Storm of Morrison- 
ville, Ill. 


Quality, Price, Service and Cleanliness Sell 
Hardware to the Housewife 


Demonstrations of Household Articles Serve to Increase 
the Feminine Customer’s Interest in the Hardware 


Store—Sales Efforts of Illinois Firms 


T takes a pinch of this and a 
pinch of that and possibly a 
taste or two before the house- 

wife places her stamp of approval 
upon her culinary efforts. She is 
particular about the things she does 
around the home. Everything must 
be just so. The children do not dare 
to come to the table with dirty hands, 
and even the man of the house never 
fails to take a look in the mirror to 
see if his hair will stand inspection. 
The housewife is an exacting ruler 
over her domain. 

In the old days the parlor was a 
place to mention under one’s breath. 
It was always closed up and the 
shades were drawn tightly so that 
the sun would not fade the carpet 
or the sofa. The young children 
knew the parlor was a forbidden 
place to them, unless company came 
and even then they had to be mighty 
quiet and sit still. To-day things 
have changed. There isn’t any part 
of the house that is forbidden. Peo- 
ple take a different view of life and 
of the things they use daily. Every- 
thing must be practical and of real 
service. 

When it comes to buying anything 
of real service the housewife can 


always make the best bargain. She 
has been trained for generations to 
make her family respect her domain 
and to cause her as little extra work 
as possible. Her work was formerly 
all done by hand, and if it was not 
controlled it soon became impossible 
for her to keep things in proper 
shape. Today she is the buyer of 
nearly every household. She finds 
much in the hardware store that she 
requires. She has been trained to be 
neat and clean and she patronizes 
stores that are clean and neat. Of 
course, she rarely ever buys a thing 
unless she has had the satisfaction 
of picking it up and looking it over 
very thoroughly. Furthermore, when 
she shops she has many things to 
get, as her time is limited. She con- 
sequently expects real service. And 
above all she knows qualities and 
values. A man will buy almost any 
thing, but not so with a woman. 
She knows how to economize and 
figures far more closely than does a 
man. 

In these days she does not have to 
slave and drudge. Electricity and 
labor saving devices have made 
household duties a pleasure. Now 
she has more time for freedom and 


in addition she accomplishes much 
more work than she formerly did. 
But with it all she maintains a high 
standard for her household. Her 
training for generations demands 
efficiency, durability and cleanliness. 

The hardware man knows that he 
must consider these things when he 
makes a sale to a woman. She prob- 
ably knows a great deal more about 
the actual use of the article he is 
trying to sell her than he does him- 
self. Consequently it is up to the 
hardware merchant to keep a good 
grade of merchandise, keep the stock 
well arranged and spotlessly clean. 
Prices must be honest because the 
housewife will not be extravagant 
when it comes to purchasing house- 
hold necessities. 

Those of you who remember the 
old time hardware stores cannot help 
but be amazed at the wonderful 
changes which have taken place in- 
side these institutions. Tables have 
appeared and the wares are invit- 
ingly displayed to their best advan- 
tage. Wherever racks have been 
used, the merchandise is always with- 
in reach of the customer and the in- 
creased sales have been gratifying. 

The four illustrations shown here- 
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This model kitchen stimulated buying interest and brought additional sales to the 
Nicholas Hardware Co., Oak Park, Ill. 


with are from Illinois hardware 
stores. These stores are in different 
parts of the state and in different 
sized towns, but the pictures prove 
the change that has been wrought 
in the method of merchandising to 
women. 


Holding a Canning Demonstration 


J. M. Storm, Morrisonville, Ill., re- 
cently decided that he wanted to let 
the housewives of his town know that 
their interests were uppermost in his 
mind. He accordingly arranged for 
a young lady who had university 
training in domestic science to hold 
a canning demonstration in his store. 
Morrisonville has about 1200 in pop- 
wlation and depends entirely upon 
agriculture and stock raising for its 
income. It is situated in the heart 
of the Illinois corn belt and is rep- 
resentative of the modern small 
town of the Middle West. The deal- 
ers know that their problems of mer- 
chandising are just as difficult to 
solve as those of the big city mer- 
chant and furthermore they have to 
compete with the catalog houses. So 
in a large number of these so-called 
small towns you will find a great 
many wide awake dealers. 

Before Mr. Storm arranged for 
the canning demonstration he put in 
long tables on which he could dis- 
play popular priced merchandise that 
appealed to the housewife. Then he 
advertised in the local paper that he 


wanted representatives from every 
home to come in and consult with 
Miss Esther Kirk, his demonstrator, 
about their home economics and 
canning problems. He followed up 
this advertising with hand bills and 
with personal letters. 

The results were more than grati- 
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fying and the people of the commu- 
nity were very much interested in 
the cold pack canning process. Hun- 
dreds of people came in for the three 
days the demonstrator was at the 
store and the sales throughout the 
entire store were considerably in- 
creased. The profits for the three 
days were considerably in excess of 
the expenses and the widespread ad- 
vertising served to, interest many 
new prospective customers. 

The demonstrator had nothing in 
particular to sell. She was there as 
an efficient counselor to the house- 
wife and aided her with her prob- 
lems and particularly her canning 
difficulties. The amount of good 
will created by this service cannot 
be estimated and it will be felt for 
a long time to come. 


‘Catering to City People 


The illustration of the model 
kitchen was arranged by the Nicho- 
las Hardware Co., Oak Park, Ill. Oak 
Park is a very large suburb of Chi- 
cago and its merchandising problems 
are largely confined to city people. 
Consequently the model _ kitchen 
shown was best suited to an apart- 
ment. However, there are many 
good suggestions for the small town 
merchant in such an exhibit. If 
room is available, a display of this 
kind would attract a great deal of 
favorable attention and sell much 
merchandise. 

The census taker says that Cham- 
paign, Ill., has 16,000 population and 
the salesmen of Roth’s Hardware 


Here is one of the displays used in a recent special sale of aluminum ware by Roth’s 
Hardware, Champaign, Il. 
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When a woman decides to buy an article she wants to inspect it in order to be sure that she is getting full value for her 
money and if the merchandise is accessible it will be easier to make the sale. 


That’s what the G. 
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H. Read Hardware Co., 


Bloomington, IUl., had in mind when it arranged the housefurnishings department in this fashion. 


say they have their own problems 
of merchandising to the housewife. 
The window of the store illustrated 
herewith shows how thoroughly and 
efficiently this store goes after the 
housewife’s trade. While agricul- 
tural pursuits predominate in this 
community there is some mining 
and a very little manufacturing. But 
pots, kettles, pans and buckets are 


used everywhere and a bargain in. 


a lot of good-looking, serviceable 
aluminum ware will bring most any 
housewife into the store. 


Convenience Paramount 


Then there is the household de- 
partment of the G. H. Read Hard- 
ware Co., Bloomington, IIl., a town 
of some 29,000 inhabitants. Here is 
a department that any woman would 
revel in, for everything that she 


needs in her kitchen and pantry is 
within her reach. One salesman is 
located in the center of the depart- 
ment and all purchases are paid for 
and wrapped at the center counter. 
Women find it an easy matter to go 
about the tables where they can see 
without any difficulty the things that 
delight their hearts. The depart- 
ment is in the form of a square with 
entrances at opposite sides. Tables 
and shelves shut off the rest of the 
store. Inside the square is another 
square of tables with some low 
shelving or display racks and in the 
writer’s visits to many stores a finer 
arrangement of this class of mer- 
chandise could not be imagined. In 
the center square is the cash register 
and wrapping counter, so that all 
purchases are taken care of imme- 
diately. There is a valuable sugges- 





tion 


in this arrangement to any 
hardware dealer. 

These four illustrations show what 
four Illinois hardware dealers think 


of the housewife’s trade. They 
know that she makes 75 per cent of 
the purchases for the home and its 
occupants, they believe that she 
reigns supreme over her domain and 
that she demands quality, price, 
service and cleanliness. Once she 
buys an article she becomes a 
booster. Her neighbors know about 
it and they respect her judgment. 
There is no finer class to sell than 
the housewife, and there are no bet- 
ter boosters or more constant cus- 
tomers than the housekeepers who 
get value and service. Make a play 
for her business and enjoy the cream 
of profits from increased business in 
your community. 


Cincinnati Retailers Hold Outing 


ct HE annual summer outing of the 
- Hardware Club of Cincinnati was 
held at White Villa, Kentucky, on July 
27, with an attendance of over 500 hard- 
ware men and their families. The party 
reached the camp in all manner of 
conveyances, from the crack passenger 
trains of the L. & N. Railroad to the 
antedeluvian team of oxen driven by a 
prominent merchant, said to hail from 
Covington. A good time was had by 
all, but, in the words of a well known 
syndicate writer, “there was much in- 
dignation” when a little round keg, 
which had been the cynosure of at least 
200 pairs of eyes, was found to have 
evaporated under the scorching sun. 

The program included games and con- 
tests for children and grown-ups and 
was carried out with a “reverse Eng- 
lish” motion, the grown-ups insisting 





that equal rights for all should be the 
order, and cavorting in such a style that 
it was extremely difficult to detach ihe 
hardware merchant from his six-year- 
old son. Field sports, card parties and 
swimming, not to mention the ball game 
between the dealers and jobbers, were 
indulged in during the afternoon, with 
dancing in the twilight as an after- 
dinner attraction. 

The ball game was, of course, the 
big attraction, and the teams, captained 
by Johnny Wirtz and Fred Wankelman, 
put up a high-grade article of ball. 
Both sides claim the victory, but until 
the official scorer returns to civilization 
it is going to be a hard matter to de- 
cide who was the winner. 

At any rate, the whole affair was 
a great success, and while occasion- 
ally you could hear shop-talk, those 


attending forgot for a moment their 
business cares and turned back the old 
time clock several years and just had 
a real, old-fashioned good time. Credit 
for the success of the picnic is due to 
the committee headed by Al Becker 
with Charlie Kobmann as chief assis- 
tant, and the rest of the members sup- 
porting those two in the usual whole- 
hearted way that the club is noted for. 


“Drill Chips” Discontinued 


The publication of “Drill Chips,” the 
entertaining little booklet of the Cleve- 
land Twist Duill Co., Cleveland, Ohio, 
has been discontinued with the June 
number. The last issue, like all those 
that have preceded it, is well printed 
and attractively and humorously illus- 
trated. 
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lhe Friendly Road 


HE prompt settlement of accounts is essen- 

tial to good business and many merchants 

are able to unobstrusively hint as much 
through the medium of wall cards and other de- 
vices. Such means are generally effective, al- 
though it would perhaps be going too far to fol- 
low the example of the oculist who used as an 
eye test card the sign “We deal strictly cash.” 

* * * 


Our aims, as somebody has said truly, should 


be wings not weights. 
* * * 


In order to be popular with peopie you must 
consent to be taught many things you know al- 


ready. 
* * * 


OME of our troubles might aptly be compared 
to snowballs—the more they are revolved in 
our minds the bigger they become. And like the 
snowball they shrink rapidly before the heat of 
purpose. 
Some men are like trees—they die first at the 
top. 
* * * 
The employee who does not make mistakes is 
more valuable than the one who handles them 


pretty well after they have occurred. 


A merchant who spends but five or ten min- 
utes of thought upon some important innovation 
or change may eventually find himself in the 
position where some real thinking is needed in 
order to decide how he may best talk the banks 
into lending him enough to make a fresh start. 

* * * 


VERY young man reaches a point in his 
career when he must choose one of two 
courses. : 
“If he chooses to be clever, he will meet with 
tremendous competition. 
“If he chooses to be honest and finds happiness 
in his work, he will meet with conspicuous suc- 


cess. 

“By some peculiar magic the man who does 
even an ordinary thing well has revealed to him- 
self a secret which thrills him with its simplicity 
and significance. He learns that while many peo- 
ple are striving to be clever—the worthy ones 
have merely learned how to be simple. 

“Once the public discovers that a man can do 
a simple thing a little better than his neighbor, 
they accord to him a respectful patronage which 
clever people find it impossible to explain.”— 
Edward F. Jordan, Jordan Motor Car Co., Inc. 


CUSTOMER has every right to expect serv- 

ice from the store he favors with his pat- 
ronage, although it sometimes happens that un- 
due insistence in this respect reacts to the dis- 
advantage of the buyer. In the case of Charles 
Buckner, for example, who was recently released 
from a Californian prison after serving a sen- 
tence of more than thirty-six years for the shoot- 
ing of seven Chinese mine claim jumpers, his 
resolution to return a rifle to the store and his 
insistence on a product living up to its guarantee 
proved his undoing. Buckner, it seems, missed an 
intended victim and in returning the rifle to the 
store from which he had bought it on the ground 
that it did not always shoot straight as guaran- 


teed, was arrested. 
+ * * 


Our good resolutions, like the waves, are fre- 
quently lashed into being by the winds of cir- 
cumstances—and as quickly subside. 

* * 


It has been observed that many men’s scorn 
for superstition is so great that they always make 
it a point of starting important business deals 
on Fridays. 

+ * * 

VERY merchant should aim to build his busi- 

ness upon the secure foundations of good 
faith. When the materials used in erection of 
a building are solid blocks of stone, very rude 
architecture will suffice. But a structure of rot- 
ten materials needs the most careful adjustment 
in order to make it stand at all. 


, + * * 


“T did that,” says my memory. “I could not 
have done that,” says my pride and remains in- 
exorable. Eventually memory yields. 

—Nietzsche. 

After one has attained to his objective, he finds 
that it was the attaining and not the thing itself 
that counted. 

%* * * 
HERE are latent possibilities in all of us 
which are seldom or never developed, be- 
cause they are scarcely more than hinted at. 
Much can be accomplished by means of a little 
exploration. Every man should be Columbus of 
his soul. 
* * * 

Many men who pass up the little opportunities 
while waiting for the big chance, find out too late 
that success is merely an accumulation of trivial 
triumphs. 
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Averaging Four Paint Turnovers a Year 
That Is What H. F. Dismer of Washington, D. C., Does with a 








Stock Valued at $7,000—This Department Represents 
One Quarter of the Store’s Total Business 


F you were contemplating the 
| purchase of a house and were 

about to be taken on an inspec- 
tion tour by a real estate man, what 
would govern your first impression? 
Certainly it would be the apparent 
outward condition or appearance of 
the house. This would be controlled 
by the quality and thoroughness of 
its last coat of paint, although its 
color would also be a very important 
feature. 

If the house was well painted it 
would create the impression that its 
owner was a person of discriminat- 
ing tastes. The condition of the 
paint, if good, would make you feel 
confident that the house had been 
well cared for. Your confidence, 
based on the first impression gained, 
would probably be one of the biggest 
factors toward influencing the pur- 
chase. . 

Your own customers feel the same 
way about it. They realize that a 








house must be kept in a first-class 
condition, must be well painted to 
resist the elements, in order that it 
may represent a potential resale to 
the seller’s advantage. Remember 
these points when you are selling 
paints and brushes, and you will 
wear down much of the sales resist- 
ance that may be offered. 

That is the sort of service that 
H. F. Dismer gives to customers who 
trade at his retail store in the north- 
western suburbs of Washington, 
D. C. Mr. Dismer makes a practice 
of offering his help in painting mat- 
ters. He uses his windows con- 
tinually for paint displays. In the 
windows he often installs a placard 
telling that the store’s staff is capa- 
ble and willing to help any one in- 
terested in painting. 

The paint business done by this 
firm represents twenty-five per cent 
of the entire business done in the 
store. The average paint and var- 


H. F. Dismer believes in displaying his lines of paints and varnishes so that they are within the range of the customer’s vision. 


The customer does the rest. 


nish stock carried is valued at about 
$7,000. Mr. Dismer tells us that his 
paint and varnish stocks are turned 
over four times a year. 

Mr. Dismer has been in business 
for the past twenty-five years, and 
has established a _ reputation for 
carrying complete stocks of high 
quality goods. This well-earned 
local standing is a big asset to the 
store, and is a factor well worth cul- 
tivating in other towns such as your 
own. 

People come into this Washington 
store feeling confident that they will 
be treated courteously and that they 
will pay fair prices for quality goods. 
They are sure that if the proprietor 
or one of his salesmen recommends 
an article it will be as claimed. 

Summing up Mr. Dismer’s success 
briefly, we find that he gives service 
that is genuine service, and that he 
has prospered by it because people 
like that kind of treatment. 
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ROM time to time in the next few 

months, we are going to publish 
a few rules that we might call 
“don’ts” that all of the men in the 
store should memorize. These 
“don’ts” will aid in the sale of paint, 
as the advice that pleases the cus- 
tomer once brings him back again, 
and the man giving the information 
is soon known in the vicinity as a 
paint expert. The more of these 
“don’ts” and possibly “do’s” that are 
memorized, the better off will be the 
paint department. 


Don’t forget that no matter how 
good a paint, varnish or stain may 
be, it cannot be applied without the 
proper brush, and the question asked 
before the customer leaves the store 
“Are you supplied with brushes” is 
a maker of some profit. 


“Just give me a half-pint of 
driers.” 

Please Mr. Customer, don’t use 
driers in this paint. The manufac- 
turer knew just what he was doing, 
and added the proper ingredients 
when it was made. 


“Shall I apply this paint just as it 
comes from the package?” 


If it’s new work we answer “yes,” 
but don’t forget the necessary thin- 
ning and follow the instructions 
found on the label. ; 


“I have a large job to paint, and 
I am afraid your high-grade paint 
is going to cost me too much money 
for all three coats. What is your 
cheap paint worth? I want to use 
it for priming.” 

Don’t belittle the importance of 
a priming coat, It is the foundation 
of the paint structure. Without a 
sound foundation, all subsequent 
paint coatings are going to break 
down. 


“My grandfather told me to use 
yellow ochre for my priming coat.” 
Don’t—yellow ochre is going to 
stay right on that building, but all 
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of the paint that you use over it is 
going to check, crack and peel off. 


“Someone told me that I should 
be careful in painting my building 
just because it was cypress. I felt 
that I could go ahead and use paint 
as I have always used it.” 

Don’t—The painting of cypress and 
pitch or yellow pine requires some 
special treatment in the priming 
coat. For the first coat, you should 
use a great deal of turpentine, but 
remember, this is for the priming 
coat only. 


“How much shellac am I going to 
use:in order to shellac over coarse 
knots on my new building? The 
lumber is not very good.” 

Don’t use shellac until you have 
washed every one of those knots thor- 
oughly with turpentine, allowing it 
to soak in. If it is possible, you 
should use benzol to wash them, and 
allow them to dry overnight. Don’t 
forget that the benzol you want is 
water white, and it has just the 
same body as turpentine, and don’t 
forget that this benzol treatment of 
knots and gummy cypress being 
washed before paint application is 
just about a fool proof method. And, 
by the way, don’t forget, as we 
stated before, that any of these hard 
and resinous woods need a great deal 
more turpentine in the paint for first 
coat than do other woods. 

Don’t forget that you should never 
putty up a knot hole, as some paint- 
ers do. The sun is going to take 
hold of the sap, and putty, paint and 
all will come off. 


“Can I use this same house paint 
for my galvanized iron bay win- 
dows?” 

Don’t—ordinary paint should never 
be used on galvanized iron, and 
don’t forget that a red lead mixture 
as a first coater for tin or galvanized 
iron is a very good one. ~All of the 
good paint factories to-day are mak- 
ing a galvanized iron primer which 

















should be first applied and then 
painted afterward with the other 
paint that you are using on the re- 
mainder of the house. 


“T want the cheapest thing you 
have in the store for my tin roof. 
A neighbor of mine told me to just 
paint it with black tar paint.” 

Don’t—the roof you have on the 
house is the most important thing 
you have to take care of, and if it is 
a plain tin roof, it should be coated 
with a pure linseed oil paint that 
is made preferably of an _ iron 
oxide. As for iron oxide, it is often 
a good rule to mix a half portion of 
Venetian red and half portion of 
metallic brown. You will get very 
much better work, however, if you 
will buy a high-grade roof paint, but 
if you are still of the opinion that 
you can do much better than any 
factory, buy the colors ground in oil, 
and then mix them. 


“Have you boiled oil? An old 
painter who has done no work for 
the last fifteen years told me that 
I should always use boiled oil.” 

Don’t—never use boiled oil for 
priming, nor in any paint under- 
coating. It is used in some cases 
for the finishing coat. 


“Tt seems to me the lumber in this 
new bungalow of mine is a little 
damp, so that it feels greasy. Some- 
one told me it was all right to go 
ahead and paint it. 

Don’t—if you have experienced 
that condition and the lumber has 
not been properly seasoned, let it 
stand until it feels perfectly dry. 


We are going to run these “don’ts” 
for the most part on exterior paint- 
ing. We may write in a few “don’ts” 
for interior paints, flat wall work, 
enamel, staining and varnishing, but 
we would like suggestions from the 
readers as to “don’ts” and “do’s.” 
Remember, this is your page, and 
— you suggest, that will we 

0. 
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the ‘Eyes of the Store’-—and so they 
They speak as eloquently of 
the inside of the store as human eyes speak 
Someone has said, ‘The win- 
dow is the real entrance to the store.’ 
: be sure, the feet go in through the door, but 
the eyes go in through the window. 

“I like to think of the show windows as 
being the ‘Hands of the Store.’ 
trimmed, they have a tendency to reach out 
with a friendly hand-shake that draws the 
prospective customer 
‘Hands of the Store’ must be well manicured 
or they will repel rather than attract.” 


” ae WINDOWS are often called 


To 


Carefully 


inside. But the 


—C. B. Knighten. 





Pannen 


Cc. B. Knighten 
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Do Your Display Windows Create Sales? 


Windows Must Be Attractively Arranged in Order 
to Possess Sales Value—Some Practical 


Suggestions for the Display Man 


HE average hardware dealer 

does not pay enough attention 

to his window displays. Too 
often this work is delegated to the 
“cub” salesman simply because he 
usually has more spare time. As a 
rule, this salesman has little or no 
knack for such work, and when 
turned loose without any coaching 
—well, the results are not always 
satisfactory. It is very poor policy 
to turn such important work over 
to just any one in the store. In the 
average hardware store there should 
be at least one salesman who pos- 
sesses a certain amount of window- 
trimming ability. This man should 
be encouraged; supply him with a 
certain amount of window fixtures 
and accessories, and in time (if not 
at first) he will be able to produce 
attractive displays with selling 
That word “attractive” 


power. 





By C. B. KNIGHTEN 


Editor’s Note.—This article is the 
first of a series of articles on the 
subject of window displays by C. B. 
Knighten, secretary-treasurer of the 
Blakey-Clark Hardware Co., Ine., 
Ennis, Tex., and is based upon an 
address delivered by Mr. Knighten 
at the Texas Winchester Convention 
held recently at Galveston. The arti- 
cles are practical to a degree and 
should be of especial value to hard- 
ware merchants the country over. 
The next instalment will appear in 
an early issue of HARDWARE AGE. 








means a great deal when applied to 
window displays. A show window 
must be attractive to have any sales 
value. 


Business Is Built Upon Faith 


The retail business is built upon 
faith. One way of building up faith 
is through the show windows. A 
store makes either a favorable or an 
unfavorable impression by the ap- 





pearance of its show windows. If it 
creates a favorable impression it will 
act as a huge magnet and draw the 
crowds. The store that gets the 
crowds is the store in which the buy- 
ing public has faith. 

Your show windows are bound to 
advertise your ‘business, whether 
you give them attention or not. If 
they are untidy, dirty and full of 
cobwebs they advertise yours as an 
unprogressive store, and to the aver- 
age person this means an undesir- 
able place in which to buy. But if 
your windows are clean, bright and 
carefully trimmed they have a tre- 
mendous drawing power, the value 
of which cannot be over-estimated. 


Creating a Favorable Impression 


Creating a favorable impression 
should be of first and foremost im- 
portance. As the first impression 
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of a store enters into the success 
of winning a customer, it should be 
the constant endeavor of every hard- 
ware firm to keep its store above 
criticism as far as its appearance 
is concerned. The store and stock 
from the show windows to the back 
door should always present a most 
attractive appearance. The window 
display should be one of the greatest 
assets the store has. It is the mirror 
that reflects what the prospective 
customer may expect to find when he 
crosses the threshold. 


Your Window Should Sell Goods 


The show windows should be 
trimmed not only with the idea of 
attracting attention and creating a 
favorable impression, but also for 
the purpose of selling goods. 

A sale “through the window” is 
made when, after the customer has 
been attracted, he has been informed 
as to the price, quality assortment, 
sizes and points of superiority. 
The power of the window as a sales 
factor depends upon the thorough- 
ness with which it is able to convey 
this information. It is not attrac- 
tiveness alone, but attractiveness 
plus salesmanship that ‘‘pulls’”’ busi- 
ness for the hardware merchant. 

The show window is the first store 
feature a prospective customer sees. 
Therefore it must be considered of 
first importance, since the buying 
public will judge a store by what it 
sees there. The hardware merchant 
who wants to constantly forge ahead 
in business must, therefore, devise 
displays that are bright, interest- 
ing, forceful and original. To suc- 
cessfully do this he must devote con- 
siderable time and effort and some 
money. 


Various Effects of Window Displays 


The next time you are in the shop- 
ping district of some city, notice the 
effect the various window displays 
have upon the passersby. The dull, 
uninteresting display lures no cus- 
tomers to the store—the  heedless 
stream of humanity passes hurriedly 
by. But not so with the well- 
trimmed, attractive display that is 
properly lighted—it has quite a dif- 
ferent effect. People hurrying by 
catch sight of the window and stop. 
They are attracted by the neatness 
of the display and are held by its 
merchandise message. The selling 
power of the well-trimmed window 
increases in proportion as it is skill- 
fully planned and cleverly executed. 

Successful hardware merchants 
agree that time spent in planning 
and executing window displays is 
productive of increased profits. The 
selling power of the cleverly ar- 
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ranged window display can hardly 
be over-estimated. 

A good window display will often 
make people buy who had no thought 
of buying. If the display does not 
make an immediate sale, it will crys- 
tallize in the minds of many persons 
an intention to purchase later. It 
“catches” the passerby and directs 
his thoughts along the lines of the 
merchadise it displays. 


The Electric Sign 

One of the most practical and 
profitable allies of the show window 
is the electric sign. The function of 
the show window is to bring pros- 
pective customers from the sidewalk 
into the store; while that of the 
electric sign is to beckon the public 
toward the fascination of the show 
window. An electric sign is really 
an investment that pays big returns, 
considering its initial cost and the 
minor expense of its upkeep. The 
day and night type of an electric 
sign is the most practical. They 
usually have white letters on a dark 
blue enameled background. Remem- 
ber, the bright lights always draw 
the largest crowds. 


Importance of the Workroom 


The importance of the workroom 
for the display man cannot be over- 
estimated; and in this connection 
one manufacturer says: ‘“When- 
ever possible, provision should be 
made for a small room in which the 
window display man may keep his 
stock of display material and pre- 
pare the window displays. 

“In the display man’s room space 
should be provided for storing show- 
cards, lithos, pedestals, drapery cloth 
and curtains. The room should con- 
tain a work bench near a window or 
under a skylight, where he can pre- 
pare his displays, write cards and 
price tickets, etc. The increased 
efficiency of the display man will im- 
mediately be apparent after a suit- 
able place for working is provided 
for him. Not only is there added 
incentive for him to better his work, 
but there is also no reason for signs 
being lost, tools mislaid or other cir- 
cumstances which serve as alibis for 
poor work.” 

Construction of Show Windows 

The floor of the show window 
should be about 12 in. above the 
sidewalk. This level will come with- 
in the natural range of vision of the 
passerby. Show windows should be 
built as modern as possible, for the 
increased advertising value will 
more than offset the extra cost. 
The ceiling should be about 8 ft. in 
height. The background should be 
finished in neutral tones, which are 
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superior to dark finishes, for the rea- 
son that they cause less reflection 
and are best for the display of al- 
most all kinds of goods. 

The method of lighting a window 
is something well worth consider- 
ing; and the light should shine upon 
the merchandise and not in the eyes 
of the passersby. Good lighting will 
increase the value of window dis- 
plays. In most towns and cities 
there are more people on the streets 
at night than there are during the 
day. At night the mind is free from 
the worries of the day, and is more 
open to suggestion. This is the time 
to make your strongest appeal with 
a well-trimmed and well-lighted win- 
dow. 

Fixtures and Accessories 


It is necessary to have display fix- 
tures if you would have an attrac- 
tive and profitable window. Keep 
display fixtures concealed as much 
as possible. Remember, the purpose 
of the window is to show hardware 
and not fixtures. Expensive devices 
for displaying goods are not neces- 
sary, and home-made fixtures will 
usually answer the purpose fully as 
well. Shell boxes, covered with cloth, 
make splendid display fixtures. Try 
them. In order to break the monot- 
cny in window styles, the trimmer 
should have a variety of display fix- 
tures. With the use of these he 
should make frequent window 
changes. 

Among the every-day fixtures 
which every display man_ should 
have are: the flight of steps (shell 
boxes are suitable here) ; shelves of 
different lengths and widths; the 
plateau (effective for displaying 
small articles) ; pedestals and pyra- 
mids; easel-like panels and screens 
of various shapes and sizes. These 
fixtures, covered with cloth, velour, 
burlap, imitation marble or imita- 
tion wood paper of colors that 
harmonize with the window sur- 
roundings, add much to the attrac- 
tiveness of the display. 

Incidentally, the ready-made dec- 
orations and cut-outs furnished by 
the different manufacturers can 
often be used to a good advantage. 

Composition board, cut into all 
sorts of odd shapes and sizes, such 
as octagon, hexagon or triangle, and 
covered with imitation marble paper 
(or other materials), makes very 
attractive floor covering. 


Van Keuren Co. Issues Catalog 


The Van Keuren Co., 362 Cambridge 
Street, Boston 34, Mass., has ready for 


distribution a catalog of modern 
measuring tools. It is illustrative, de- 
scriptive and includes prices of the 
articles described. 
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$200,000 a Year in Builders’ Supplies Sales 


F. Berman & Co., Jamaica, N. Y., Totalled 
This Amount in Builders’ Supplies Last 
Year—Expect $350,000 in Sales for 1922 














By CHARLES J. HEALE 


One of the trucks used 
by F. Berman €& Co. to 
furnish the type of servi 

that 
builders’ 


has built up the 
supplies depart- 
ment to its present high 
level, In the circle, 


Irving Kessler. 





ONDERING why we could 
arrive at no definite con- 
clusion on the comparative 
merits of the old straight razor and 
the new safety razor, we surveyed 
our varied assortment of shaving im- 
plements and decided for no partic- 
ular reason that we would use a 
straight blade for our Fourth of 
July shave. In view of the fact that 
it was a holiday the stropping pro- 
cess proceeded in a deliberate and 
leisurely way. Then followed the 
lathering of the beard, with soothing 
warm water, obliging cream and a 
fair brush. 

Just as we had the razor poised 
for the initial scrape the door bell 
rang twice, it’s snappy tone and 


W 


There is plenty of space to be found in this display of builders’ hardware! of F. Berman & Co., Jamaica, N. 


tempo suggesting a business call. 
From the shaving mirror to the door 
of our apartment is a brief span of 
six strides which we quickly made. 
Upon opening the door we were 
greeted by a young man who smiled 
and offered a business card. He 
asked permission to change the cyl- 
inder in our door lock, explaining 
that he was installing a master sys- 
tem in the house. The card intro- 
duced Irving Kessler, representing 
F. Berman & Co., 127 Rockaway 
Road, Jamaica, N. Y., dealers in 
hardware, builders’ hardware, cut- 
lery, paint and auto accessories. 
The appropriate thing seemed to 
us an introduction of ourself to Mr. 
Kessler. This was done while he 


to emphasize the articles shown. 


worked at the lock, and we asked 
questions. We asked if such service 
as was then being performed was 
the usual thing, if builders’ hard- 
ware was a big line with Berman & 
Co., and how was it handled. Then we 
turned over the conversation to Mr. 
Kessler, who replied: 


Over $200,000 a Year 


“Well, no, not just this way, but 
this is a special job requiring spe- 
cial attention. The company owning 
this building is constructing two 
new houses next door and is putting 
up a number of other apartment 
houses in the neighborhood. We in- 
tend to sell the necessary builders’ 
hardware and other supplies. You 


Y., but it serves 
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see it is a very big line with us. Last 
year our business in all kinds of 
building supplies exceeded $200,000. 
These figures of course include the 
sale of nails, roofing paper, metal 
lath, various tools, sash weights, 
casement hardware and _ builders’ 
hardware. In many cases we have 
furnished everything but the elec- 
trical equipment. 
Prompt Delivery 

“We operate three 2-ton trucks. 
Our salesman drives a Dodge car 
and is on the road all the time call- 
ing on contractors, architects and 
builders in this district. We main- 
tain a large warehouse in the rear 
of our store and always keep a full 
stock of all supplies on hand. A tele- 
phone order in the morning means 
motor truck delivery the same after- 
noon. The delivery service we offer is 
a very important factor in our large 
business. Contractors and builders 
want their supplies in a hurry as a 
rule and they never crib on prices 
if the goods are right and the serv- 
ice prompt and efficient.” 

With a little more questioning we 
learned that Mr. Kessler had joined 
the company eight years ago as a 
chauffeur of a half-ton truck which 
was used to deliver anything, any- 
where. When making deliveries of 
nails, or roofing paper to a contract- 
or on the site of a proposed building 
the thought often occurred to him 
that a little personal attention to 
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this class of trade would result in 
large orders for goods that would 
mean big sales to the company. He 
persuaded Mr. Berman to make him 
a special salesman and for several 
years he worked diligently to prove 
his point. 

F. Berman & Co. not only sell 
the builders the supplies needed but 
through Mr. Kessler give advice on 
the selection of the hardware that 
goes in each particular building. 
With their complete stocks this com- 
pany can always make a good show- 
ing before the contractor and the 
owner of the building. 


Using the Building Permit List 

The Berman salesman knows prac- 
tically every individual or company 
engaged in building in Jamaica and 
surrounding territory. He uses the 
building permit list as a prospect 
calling list and never passes an op- 
portunity to bid on the supplies for 
any building project that he hears 
of. 

Whenever carpenters come in the 
store they are questioned as to where 
and on what they are working. 
Sometimes they have just signed up 
on a new building for which the 
foundation has been dug. Mr. Kes- 
sler secures the contractor’s name 
and address and any other pertinent 
points. The information is then 
turned over to the salesman. The 
salesman is out looking for business 
all day long but he keeps in constant 
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telephone touch with Mr. Kessler so 
that leads or special orders may be 
given prompt attention. 

On small jobs for good customers 
or for contracting films still in the 
development stage Mr. Kessler often 
supervises or makes installation of 
lock sets. In cases where an apart- 
ment house owner desires a master 
system or some other special hard- 
ware equipment he is the man who 
gets in touch with working over the 
problem with the customer. When 
a contractor’s business grows it is 
only fair to assume that the increased 
demand he will have for builders’ 
supplies will be reflected by larger 
orders placed with F. Berman & Co. 


A Half Million Dollar Goal 

According to Mr. Kessler this 
year’s sales on general builder’s sup- 
plies should exceed $350,000. Next 
year they intend to go still higher. 
Each year the Berman staff gets to- 
gether and sales goals are set for 
each department. 

Commenting on sales to builders 
and business in general, Mr. Kessler 
says that in eight years he cannot 
recall a dull month, because the staff 
of F. Berman & Co., push harder for 
business when a tendency to go slow 
seems evident. He also says that he 
never took any depression talk se- 
riously but worked harder and felt 
that work and constant application 
was the only answer to any commer- 
cial problem. 


All ‘avdildble spave te iutittzed to advtvitage in this display of the American Hardware Stores, Inc., Bridgeport, Conn. _ There’s 
a lot shown but symmetry predominates throughout. 
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John Laing 
of East 
Otto, N Y., 
Has Built 
Up Tire 
Sales by 
Carrying 
Quality 
Goods and 
by Giving 
Service 
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Examples 
of Other 
Hardware 
Concerns 
Which 
Have Also 
Profited 
as the 
Result of 
Carrying 
Tires 








Five tires symmetrically arranged and a few inner tubes and boxes serve to attract motorists 


to the Hightstown Hardware Co., Highstown, N. J. 


dom hinder the enthusiastic 

motorist for any prolonged 
period. Let his car stall on the 
highway and although he puts on a 
gloomy expression—secretly he takes 
considerable delight in pulling on 
his “overalls.” He takes consider- 
able pride in being able to repair the 
offending part with a wrench or 
screw driver and then looks around 
at his passengers to collect a com- 
mending beam of approval from the 
women folks. He will tune up an 
engine any time and brag about his 
mechanical ability for the rest of the 
afternoon. It really makes him bet- 
ter natured because of the fact that 
he has had an opportunity of demon- 
strating his prowess with gas en- 
gine mysteries. 

So much for engine trouble, but 
let the same man have tire trouble 
and note the immédiate change in 
expression. There’s no mistake 
about his displeasure. A puncture 


IM tom hinder difficulties sel- 


Hardware Co., Waterbury, Conn. 


will ruin the whole day, if he has to 
repair it and a blowout is a.thing 
of horror. You will find this to be 
true and it means dollars in profits 
to you to overcome tire difficulties 
for acustomer. Once you accomplish 
this you are his friend for life and 
your store will be purchasing head- 
quarters for that man for all time. 
He will boost you and direct others 
to your store. 


Tire Service Expected 


This may seem far fetched—but 
it really is not. People do expect all 
kinds of service from their tires re- 
gardless of conditions. Tires and 
tubes offer the harware dealer a 
good margin of profit and constitute 
a phase of the auto accessory busi- 
ness that is worthy of special at- 
tention and effort. Servi:e you must 
give and you must give it with good 
grace. 

John Laing has built up an excel- 
lent tire business in East Otto, N. 


Above is a tire window of the Hotchkiss 


Y. He tells us that he has consid- 
ered the distribution of tires and 
tubes a mere merchandising proposi- 
tion and that he sells them over the 
counter as he would clothes line. He 
offers free air and free-water to car 
owners but does not put the tires on 
the cars. Mr. Laing has pushed 
tires hard and has reaped the bene- 
fits of his efforts. 

His suggestion to other dealers 
is that they make a careful survey 
of the tire factories before signing 
up a line. Make sure that the one 
selected is,the best obtainable and 
then sail directly into the proposition. 
He tells of having handled a line 
that did not prove satisfactory. The 
tire had all the earmarks of good 
value but customers complained of 
poor service. Mr. Laing found that 
his prestige with many customers 
was being strained because of the 
poor quality of the tites, The com- 
pany that made the line advertised 
extensively and made all kinds of 
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mileage promises which they were 
not able to back up. The price on 
the tire was fairly high and the ad- 
justment settlements unsatisfactory 
and bothersome. 

In the course of a dispute with 
the tire salesman who tried to over- 
load the stock Mr. Laing decided to 
give up his local agency. He kept 
out of the tire business for a while 
and watched the mail order firms 
get in with his former customers. 
He knew the lower prices from those 
big firms had beaten the high price 
of the garage that had taken up his 
former line. He figured that the 
business belonged to him and that 
he was going to get it. 

It so happened that John Laing 
came across the story of one tire 
manufacturer in the columns of a 
paper, read the company’s policy, its 
dealer agreement and the merits out- 
lined for this particular brand. The 
story was well told and it sounded 
like a company with which he would 
like to identify himself. He conse- 
quently wrote to the company and 
asked for full particulars. The re- 
sult was that he ordered a small ship- 
ment of tires and sought the patron- 
age of the car owners in East Otto. 

The price to the user was fair and 
a good margin of profit was in- 
cluded. The tires were sold for cash. 
Price tags with the figures plainly 
marked were put on the tires on dis- 
play. When a customer bought a 
tire it was explained to him that 
there was no guarantee on the tires 
after they left the store but that the 
particular brand of tires was selected 
because it was believed that it was 
the best line obtainable for the price. 


Only Dependable Goods Carried 


It was explained that the policy 
of John Laing’s store was the same 
now as it was when Grandfather 
Laing founded the business in 1840 
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and that only dependable goods at 
fair prices would be handled. The 
same policy applied to tires. 

When the line was first brought 
in the sales force concentrated its 
initial efforts to sell people who 
were known to be steady drivers and 
who used their cars considerably. 
This worked well and in a few 
months the store had boosters who 
were not on the pay roll, but whose 
opinions of tires and their worth 
carried weight with the community. 
It was not long before steady orders 
were mailed out of East Otto reg- 
ularly and Laing’s store was receiv- 
ing large shipments from the factory 
at frequent intervals. 

Mr. Laing has sold his customers 
on the “spare” mounted on a rim 
plan. This idea works we'l, for to 
change a mounted tire is a simple 
matter taking about ten minutes. 
The sale of patches, extra tubes and 
tire tools always follows the sale of 
tires. Remember this and see that 
your customers have every possible 
convenience for efficient service 
from their tires. Every device they 
buy makes the cash register give 
another ring. 


The Gasoline Pump Helps 

In Hightstown, N. J. the Hights- 
town Hardware Co., conducts a tire 
department in much the same way 
although handling a different line. 
The firm uses its windows exten- 
sively to attract autoist’s business, 
and believes that every hardware 
dealer can sell tires and auto acces- 
sories to great advantage. J. Albert 
Priory, the proprietor, felt that a 
gasoline pump in front of the store 
would attract the attention of both 
the transient and the logal motorist. 
The pump was installed and it 
brought many new people to the 
store, who bought accessories for 
their cars and made purchases in 
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other departments. The pump hag 
also served to increase the sale of 
oils and greases. 

Unfortunately the borough author- 
ities decreed that Mr. Priory must 
not sell gasoline from the curbstone 
in front of the store. They ruled 
that as the street was part of the 
Lincoln Highway and was used for 
continuous heavy traffic, the pump 
caused excessive parking and block- 
ing in front of the store. The short 
experience with a gas pump con- 
vinced the Hightstown Hardware 
Co., however, that gas pump service 
was a business booster for tires and 
tubes, other accessories and general 
hardware items. 


Tires in a Separate Building 


The Hotchkiss Hardware Co., 
Waterbury, Conn., maintains a sep- 
arate building for its tire and ac- 
cessory department. In the rear of 
this store the firm has the latest tire 
removing equipment. When a man 
buys tires from Hotchkiss the shoe 
is placed on a rim and inflated to the 
proper pressure. The company feels 
that this service is required in 
Waterbury because of the strong and 
large competition for business. The 
accessory store usually has one win- 
dow devoted to tires and the other 
to a general grouping of seasonable 
auto requisites. 

In the main store windows you 
will frequently find a tire window 
as this company has found tires an 
exceptionally profitable line. When a 
man buys one in this store he is also 
solicited for the purchase of tire 
irons, a pump, jack and other tools 
and equipment which might be 
classed as tire accessories. 

All three of these firms believe in 
advertising both in local newspapers 
and with circulars and sales letters. 
That is why all three have built up 
successful tire departments. 


Figuring Paint Needs in Dollars and Cents 


an address before the Paint and 
Varnish Sales Managers’ conference 
held in Buffalo during July George M. 
East, business manager of the Save 
the Surface Campaign brought out an 
unusual and interesting paint mer- 
chandising idea. Mr. East said that 
an idea was given to him by Mr. 
Siedel, of the Saturday Evening Post. 
He said: “I recently went through 
Crafton, Pa. The street car goes over 
the hill and you can look down on that 
village of 5900 population and _ see 
every house standing out clear and 
distinct. We went to Pittsburgh one 
day and photographed it.” 

“Suppose a salesman should go to 
Mr. Dealer in Pittsburgh and tell him 


that he would like to talk about the 
market in Pittsburgh or Buffalo or 
Tonawanda. He pulls out this photo- 
graph of Crafton.—‘This is simply a 
bird’s eye view of a small residential 
community with 1100 homes. When 
you go into that village, you find out 
that out of every five houses four need 
paint and it is very noticeable on the 
outside. One out of every five is well 
kept. The possible market is there. 


The Market for Paint 


“In that four out of five, the aver- 
age house is a seven room house. It 
is the average type of home in the com- 
munity. What is the possible paint mar- 
ket and varnish market in that home? 


Twelve gallons of paint for the outside 
of the house—two coats; eighteen gal- 
lons of flat wall finish for the walls and 
all rooms except kitchen and bath—two 
coats; three gallons of varnish for 
hardwood floors; one gallon for floor 
finish; two gallons to paint the rest 
of the floors; three gallons to paint the 
door frames and base-boards through- 
out the house; four gallons ename! for 
bathroom and kitchen, $3 worth of 
putty; $2 worth of sandpaper. 

“There is a dollar and cents value in 
that to the dealer which can be figured 
out by each salesman according to his 
own prices. The average house means 
so much money for the dealer or s0 
much in value to the master painter.” 
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Selling Hardware at the State Fairs 


The Vonnegut Hardware Co. of 
Indianapolis, Ind. Featured 


Its Exhibit at the 
Indiana State Fair in a 
Special Building and 


Profited Thereby 


HE season for state fairs is 
| now at hand—a fact that is 

serving to concentrate the at- 
tention of hardware merchants on 
the sales possibilities which may 
be reasonably expected from par- 
ticipation in these events. The 
actual value of special merchandise 
displays at state fairs is often un- 
der estimated, sometimes because 
of an unfortunate experience, but 
more generally because the possi- 
bilities of the untried idea do not 
appeal. Where displays have been 
tried without any worth while re- 
turn in business, actual or poten- 
tial, it is always due to some spe- 
cific cause, in no way involving the 
value of the general idea. Some- 
times the fault has lain with the 
merchant and sometimes with the 
promoters of the fair for failing to 
make the most of their opportuni- 
ties. 

Those merchants who have found 
the occasional use of such mer- 
chandising methods stimulating to 
business have generally, in the 
preparation of their display or 
booth, proceeded along a funda- 
mentally sound merchandising idea. 
This idea embodies the use of nov- 
elty for the purpose of securing at- 
tention that would otherwise be un- 
obtainable. A formal, perfunctory, 
dry-as-dust hardware display, offer- 
ing nothing new in the way of mer- 
chandise or merchandising, can 
scarcely be expected to have more 
than a momentary effect on visitors. 

Where merchants are enthusias- 
tie for the sales possibilities of 
fairs it is because they have in- 
variably recognized the importance 
of emphasizing some outstanding 
point of interest. This may and 











Here’s the built and 
used by the Vonnegut Hardware 
Co., Indianapolis, Ind., at the 
Indiana State Fair. It proved 
decidedly worth while from the 
of both sales 
publicity 


building 


standpoint and 








does take a variety of forms such, 
for example, as unusualness in the 
merchandise itself, or in the man- 
ner in which it is presented. The 
Vonnegut Hardware Co., Indianap- 
olis, Ind., has frequently held dis- 
plays at the state fairs and, in bas- 
ing them upon some sound idea, 
has invariably found them success- 
ful. 

This company recently made 
some excellent direct sales and se- 
cured a long list of prospects 
through an attractive display at the 
Indiana State Fair. The display 
was arranged in a specially built 
building and principally featured 
farm conveniences. Officials of the 
company declare that such an ex- 
hibit pays for itself and makes 
some money if conducted properly. 
In the first place, they declare it is 
necessary to have sufficient sales- 
men with the display at all times. 
There are times during the day, 
they say, when only one salesman 


is necessary, but then there are 
other times when ten are not too 
many. The big idea is to always 
have sufficient representatives on 
hand to take care of the customers. 
Because the State Fair, and all 
such fairs for that matter, attract 
a large proportion of the rural pop- 
ulation, the company displayed 
such items as fencings, gates, roof- 
ing materials, hinges for gates and 
cribs, hardware for the home and 
such items. 

An effort was made to have a 
short talk with each person who 
stopped at the display. The sales- 
man ascertained quickly if the par- 
ticular person wanted anything 
right then and what he might be 
in the market for later. The nam2 
and address of each prospect wa” 
taken together with his possible 
requirements. With this prospect 
list the company is going into a big 
direct mail campaign, supplemented 
by personal calls by salesmen. 





This is the season of fairs and exhibitions and the wide awake hardware merchant who exhibits 


at them will not only sell merchandise, but will gain some excellent publicity a3 well. 
ple of your own community and of other towns as well will be there. 





opportunity by being absent? 


The peo- 
Can you afford to miss the 
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Moving Display Stimulates Tool Sales 


Revolving Panels in Window of Alex. Grant’s Sons, 
Syracuse, N. Y., Attract Attention of Passers- 
by and Increase Demand for Tools 


These revolving panels carrying tools on both sides caught the attention of the casual passersby and transformed them into 
customers of Alex. Grant’s Sons, Syracuse, N. Y. Edward Travers trimmed the window 


UR faith in the prophecy that, 
QO “the lost shall be found,” has 
been materially strengthened 
during the past week. A year or so 
ago we received a photograph from 


Syracuse, N. Y. It was a tool dis- 
play that had been shown in the store 
window of Alex. Grant’s Sons. It 
was a distinctive display, and al- 
though the photograph did not do it 
justice we believed that by using it 
with a short description of the salient 
points it would prove interesting and 
possibly valuable to other window 
trimmers. 

The opportunity to use it did not 
immediately present itself, so we laid 
it away securely and with much care, 
expecting that we would have occa- 
sion to use it within a week of the 
time it had been received. Oppor- 
tunity arrived, knocked and passed 
on while we were busy hunting high 
and low for the photograph. The pic- 
ture had mysteriously disappeared. 
No trace of it could be found any- 
where. During the past few months 
we have searched for it diligently at 
irregular intervals but without suc- 
cess. Opportunity called again, 
knocked and once more impatiently 
passed on while we hunted for the 
missing print. 

But this time we found it. Since 
then we have been searching for op- 


portunity, and now that we have 
found her we are able to show the 
missing photograph of the tool dis- 
play. It was trimmed by Edward 
Travers and was arranged in the 
window of Alex. Grant’s Sons, Syra- 
cuse, N. Y. 

All of the panels shown in the dis- 
play had tools on both sides, and 
turned regularly every minute and a 





: Though it is not taught in schools, 


: The anatomy of tools 

: Has its own peculiar rules. 
: Hammers have both heads and 
: claws, 
: Saws have teeth but have no jaws, : 





: Picks have points and needles eyes, ° 


: Tools of every sort and size i 
: All have parts whose names sur-: 


> prise; ' 
? Wrenches have their socket grips, : 
: Chisels have their beveled tips— : 
: Angles, punches, arms and joints, 

: Every tool has human points. 


half. That is, all of the seven panels 
turned at regular intervals, although 
they were so arranged that first one 
panel would turn, then another and 
then another, so that there was a con- 
tinual movement in the window. In 
this way seven times as many tools 
were displayed than would have been 
had the panels remained stationary. 


The operation of the panels was exe- 
cuted on the theory of the horse 
motor. 

In the foreground of the display, 
on the floor of the window, tool 
chests, drills, rules and planes were 
neatly arranged. A good deal of in- 
terest centered around the window 
during the time that the display was 
shown. We remember overhearing 
the conversation of two mechanics 
who were discussing the different 
ways in which the panels could be 
made to turn. The conversation be- 
came quite animated and ended by 
both men going into the store to 
make a purchase, 

It is a well established fact in 
window trimming that a moving dis- 
play will invariably succeed in secur- 
ing the attention of the passersby. 

A man may be walking along a 
street and pass a dozen well-trimmed 
windows of the usual type without 
turning his head. But let there be 
a moving display located somewheres 
along his line of march! Preoccu- 
pied though he may be his eye in- 
voluntarily catches sight of some- 
thing moving. That is usually enough. 
He stops, investigates and, if the 
article is well displayed and to his 
liking, buys. That is the effect created 
by this display upon the prospective 
customers of Syracuse, N. Y. 
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EDITORIAL COMMENT 


Modern Selling 


ANY of the standard articles of hard- 
M ware on the market to-day are more or 

less equal so far as quality is concerned. 
The materials and methods used in the manu- 
facture of hardware staples are practically 
standardized. The necessities of competition 
and demand have enforced this condition. 

Consequently selling has been simplified. 
But simplicity is a strict fact. To do anything 
simply is a difficult art. 

Therefore, when two competitive salesmen go 
out to sell goods to-day, each with two similar 
articles, that are, to all intents and purposes 
equally as good, there are only three things for 
which they can compete. 

Personality, price and service are the three 
legs that are attached to most of the modern 
stools of selling. Which one of these three legs 
do you lean upon most? or do you distribute 
your weight evenly upon all three? 


% * * 


Any business that does not decently compen- 
sate the men who make possible its profits and 
dividends is physically and morally unsound. 


Unemployment 


AST winter unemployment caused a great 

deal of human suffering and a material 

loss of energy and money. To-day there is not 

enough skilled labor to go around in certain 

lines of industry. A season of prosperity for all 
business is predicted. 

A few years from now, however, the condi- 
tions of last winter will be repeated. 

How long are we as an intelligent business na- 
tion going to tolerate the wastage of human 
energy, the unprofitable and uneven distribution 
of human labor and all that it entails, before we 


begin to study and analyze the weak points of 
our industrial and commercial systems for the 
purpose of effecting a better balanced economic 
structure? 

A permanent committee engaged to find a 
practical solution to the unemployment problem 
would be one of the biggest business assets this 
country could have. 


* * * 


There can be no genuine or lasting progress in 
business, politics or ethics until at least 50 per 
cent of the world can see the point of view of 
thesother 50 per cent at least 50 per cent of the 
time. 


* * 


Business J ea ousy 


NY man in a position of trust who is jeal- 
ous of the ability of a subordinate ac- 
knowledges to himself that he is inferior, opens 
the door of his heart to fear, classifies himself 
as a mental and moral pigmy and pays his 
subordinate the most exquisite compliment with- 
in his power. 

There is room enough in the world for every- 
body who can demonstrate a willingness and 
capacity for achievement. There are more op- 
portunities to-day than ever before in all his- 
tory for men who have originality and audacity 
of mind. 

The more people there are in the world the 
greater the demand for ingenuity, originality 
and inventiveness. The man who fails is the 
man who imitates. He lets his own brain rust 
while he wastes his time polishing the products 
of other men. 

Please yourself first if you would please other 
people. The natural whims of the individual are 
not radically different from the natural whims 
of collective human nature. 
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Chicago Plays Host to Retail Merchants 


First Week in 
the Western 


tT HE first week in August was to 

have been a record breaker in Chi- 
cago for conventions and shows. Then 
the street car men went on a strike the 
first day of August and paralyzed all 
electric transportation in the city. 
However, the usual “I Will” spirit of 
the city manifested itself and the pro- 
grams were carried out without a 
hitch. Attendance was much better 
than was anticipated under the circum- 
stances and buying was quite spirited. 


Interstate Merchants Council 
Convention 


The second semi-annual Interstate 
Merchants Council convention was held 
at the Hotel La Salle on August 1, 2 
and 3. The council was organized in 
1921 by the Chicago Association of 
Commerce and they have arranged 
some very fine programs for their 
members. The initial session opened 
with an address by Paul Davis, a dry 
goods merchant of Waterloo, Iowa, and 
president of the Interstate Merchants 
Council. Tom N.. Witten, the well- 
known hardware merchant of Trenton, 
Mo., followed with a talk on “The 
Merchant’s Duty to His Community.” 
Salesmanship was discussed and Ho- 
mer Buckley of Chicago, an advertis- 
ing expert, spoke on “Effective Adver- 
tising.” The rest of the sessions were 
full of good things and in every case 
the speaker was a merchant of estab- 
lished reputation and a leader in his 
line of business. 

Instead of the Question Box as ap- 
plied to hardware conventions, these 
merchants had what they called “The 
Council Table” which likewise opens 
the meeting for free discussion from 
the floor. They also included in the 
program some excellent speakers who 
are considered authorities on their sub- 
jects. The entertainment program was 
well arranged with boat trips, lunch- 
eons and receptions. Merchants to the 
number of 468 registered and a large 
number of hardware dealers were 
among them. Due to the uncertainty 
of the rail strikes the merchants from 
long distances did not come in as freely 
as they had planned and under favor- 
able conditions the attendance would 
have reached about 700. 


Chicago Merchandise Fair and Mer- 
chandise Exhibition 

The second annual Chicago Merchan- 
dise Fair was held at the Coliseum 
Aug. 1 to 12. Over 217 exhibitions 
were on the floor at the opening and 
several more came in later. This fair 
included nearly every kind of line. 
Toys and general merchandise pre- 
dominated. There were some fine ex- 
hibits of toys and despite the street car 
strike which kept some people away 


August a Busy One for Buyers and Visitors in 
Metropolis—Excellent Exhibits a Feature 


from the Coliseum, a good business 
was reported. Free bus service was 
established to the down town business 
center and helped to solve the trans- 
portation problems. 

The twenty-first Merchandise Exhi- 
bition was held on Aug. 5 and 6 floors 
of the Palmer House from July 31 to 
Aug. 5. Over 100 firms displayed their 
goods. The two shows were very simi- 
lar in the character of the goods shown, 
and it is believed the buyers made it a 
point to take in both of them while 
they were in town. Toys were very 
much in evidence and large orders were 
being placed for the Christmas trade. 
One of the importers said that al- 
though the merchandise he had been 
importing was very cheap at one time, 
it had gone up. 

Chicago’s Pageant of Progress has 
become a national institution. Consid- 
ering the difficulties under which every 
one worked the usual procedure would 
have been to have postponed the show. 
It takes more than street car, railroad 
and coal strikes to keep Chicago peo- 
ple from going ahead with their plans. 
The Pageant opened on July 29 after a 
series of neighborhood and district pa- 
rades, and closed on Aug. 14. Nearly 
every hardware dealer in Chicago was 
represented by displays and floats in 
their community parade. 

The Pageant was formally opened by 
the Mayor on the big Municipal Pier 


which extends into the lake for a mile, 
It is an ideal place for such a show, 
Every phase of industrial, commercial 
and civic life was shown. Health ex- 
hibits were strongly stressed and all 
manufacturing concerns making con- 
sumable products emphasized the clean- 
liness and healthfulness of their prod- 
ucts. The Government was represented 
in various exhibits, showing the prog- 
ress made in mail service, airplanes, 
ships, public health and- radio. 

A large number of farm implement 
and tractor fiyms had very fine dis- 
plays. Automobiles were shown exten- 
sively and many hardware manufactur- 
ers had instructive -and beautiful ex- 
hibits. _It is hard to conceive of any 
line that was not represented and the 
exhibits were on the same scale as 
those of a World’s Fair. 

While the Pageant was formed prin- 
cipally as a great trade fair for the 
Middle West it has grown to such pro- 
portions that it is an established insti- 
tution with the city of Chicago. Every- 
thing was done to make the Pageant 
interesting and entertaining as well as 
instructive. All forms of water sports, 
demonstrations and entertainment were 
provided for the visitors. The exhibits 
completely covered two wings of the 
pier, each wing being nearly a mile 
long and to thoroughly see all the pa- 
geant it was necessary to walk about 
five miles. 


Rack for Sales Literature 


Even in some of the country’s better 
looking hardware stores we find sales 
literature indiscriminately distributed 
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Rack for holding sales literature. 


about counters, on the shelf where the 
cash register is kept, or spilled on the 
floor. Printed matter can be very ef- 
fective sales publicity when properly 
gotten up and in the hands of interested 
prospects. But circulars merely “some- 
wheres” in the establishment or thrown 
about by children have little publicity 
value and represent a waste of money. 

To eliminate the former disorderly 
way of keeping sales literature George 
B. Stannard Co., Branford, Conn., de- 
signed and built a six-shelf rack not 
unlike the time table stands found in 
hotels and railroad stations. The sides, 
it will be noted, taper slightly toward 
the top so that each shelf gets an equal 
share of prominence. A small brass 
rod across the shelf elevated at three 
inches from the shelf serves to keep 4 
good supply of circulars on display in 
a neat, orderly, yet very accessible 
manner. 

Customers going into the store see 
the rack and select any printed matter 
that appeals. If the circular is not taken 
along it is placed back in the rack. Thus 
there is no litter or waste lying about 
the store. 
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Can the Tariff Be Taken Out of Politics ? 


Hearty Approval of Senator F relinghuysen’s Plan 
Foreshadows Ultimate Favorable Outcome 
—Trade Commission Again Active 


WASHINGTON, D. C., 
August 14, 1922. 


HEN Senator Joseph Sherman 

\ \ Frelinghuysen a short time ago 

offered an amendment to the 
pending tariff bill designed to take the 
tariff out of politics he started some- 
thing. From the north, the east and 
the west and more recently from the 
south the demand of business men has 
come to incorporate the Frelinghuysen 
idea in the pending measure before it 
receives the President’s signature. 

For nearly forty years it has been 
my duty to observe closely the proceed- 
ings in Congress, and in all that time I 
have never known a proposition put for- 
ward in House or Senate that seemed to 
strike such a popular chord in the busi- 
ness community as this plan to put an 
end to log-rolling in the framing of 
tariffs and to draft both classifications 
and rates. on the basis of facts ascer- 
tained by a strictly non-partisan tariff 
commission. The outpouring sentiment 
of manufacturers, merchants, bankers 
and other business men has been most 
impressive, and if it does not soon re- 
sult in the substantial modification of 
our present methods of framing tariff 
laws the country will be entitled to an 
explanation which our national legis- 
lators will have difficulty in making. 


Not at This Session 


I do not believe it is practicable in 
connection with the pending Fordney- 
McCumber tariff bill to secure all the 
legislative reforms suggested by Sena- 
tor Frelinghuysen. The job is too big 
to be accomplished at this time when 


By W. L. CROUNSE 


Congress is working at high pressure, 
when bodies and minds alike are 
fatigued and when partisan spirit is 
running high. A splendid beginning 
has been made, however, and Senator 
Frelinghuysen is entitled to the thanks 
of every legitimate business man for 
the effective manner in which he has 
brought this important issue to the at- 
tention of the country. 

But while it probably will not be pos- 
sible to work out the Frelinghuysen 
plan in detail in connection with the 
pending bill, something may be done 
looking to the enlargement of the tariff 
commission and to the expanding of its 
jurisdiction over the preliminary work 
of tariff revision. My own notion is 
that the working out of the Frelinghuy- 
sen idea should be left to the next ses- 
sion or possibly to the next Congress, 
in order that the task may be well done 
and the commission reorganized in am- 
ple time for the next periodical revision 
of the tariff schedules. 


Will Soon Be Amended 


I do not believe the Fordney-McCum- 
ber law will remain long on the statute 
books without amendment. It has been 
framed too soon after the great war to 
represent a normal treatment of the 
tariff problems while the demoralized 
condition of foreign exchange has in- 
fluenced the Congressional leaders in 
the fixing of rates to an extent that will 
call for readjustments as soon as the 
currencies of the principal manufactur- 
ing countries of the world approach a 
pre-war basis. 

Senator Frelinghuysen is naturally 


much pleased at the splendid response 
of business men to his plea for a busi- 
ness man’s tariff. In discussing his 
project recently, he said: 

“It has been said cynically that the 
tariff cannot be taken out of politics. 
It is probable that the theory of what 
constitutes proper tariff levies will al- 
ways remain a political question, just 
as it has always been a matter of dis- 
pute between economists. But the 
method of finding out the facts on which 
to assess tariffs is certainly not a politi- 
cal matter, any more than the method 
of adding, subtracting, or multiplying 
is a political matter. 


Much Chaff, Little Wheat 


“The Finance Committee commenced 
its hearings of the pending Tariff Bill 
on July 25, 1921, and completed them 
Jan. 9, 1922. The sum of all the 
testimony given before the Committee, 
if boiled down to the actual facts neces- 
sary to construct rates, would not have 
filled more than 100 pages of competent 
testimony, instead of more than 3,000. 
No one can wade through this gigantic 
mass of information without confusion 
or be sure of his conclusion because of 
the technical nature of the subjects. 

“Yet in the preparation of this bill 
the Finance Committee relied upon the 
best information obtainable. Our op- 
ponents have secured similar informa- 
tion from other sources considered 
equally reliable, yet the facts relied 
upon by both sides are so different that 
there is doubt thrown upon the accuracy 
of all of thei. If Congress had all of 
the facts, rot part of them, presented 
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in a short and concise form by a body 
delegated to collect them, such a condi- 
tion would not exist. 


Should Be Handled by Experts 


“Even were it possible for the 
Finance Committee or the Ways and 
Means Committee to collect informa- 
tion of undoubted accuracy it is not 
fair to ask either Committee to sit day 
after day and month after month ne- 
glecting other important legislation to 
receive such information, when the en- 
tire subject should be analyzed and 
handled by experts. 

“There is another very important 
reason why a committee of Congress 
should not be compelled to gather its 
own facts on this all-important and far- 
reaching subject. A tariff rate as it is 
determined to-day often becomes at best 
a compromise; an attempt to meet 
varying demands of many sections and 
many interests. 

“The reason always given in protec- 
tive tariffs for the ad valorem system 
has been the necessity of protecting 
American industry by equalizing the 
difference between the total cost of 
manufacture here and abroad. 

“A careful analysis of the cost of 
manufacture reveals its gross inade- 
quacies, so far as the adequate protec- 
tion of the labor involved is concerned. 
In fixing tariff rates on total manufac- 
turing costs, no account is taken of the 
percentage of labor and material that 
enters into the finished article. 


How the Plan Would Work 


“A brief example will illustrate the 
effect of the difference between the 
total cost of manufacture and con- 
version costs as a basis for rate mak- 
ing. Let us assume that, the cost of 
raw material to-day is 20 cents per 
pound. In the United States it costs 
40 cents to convert this raw material 
into an article of commerce, but in a 
foreign country the cost of converting 
this same raw material into the same 
article is but 20 cents. We have then, 
a total cost in the United States of 60 
cents and in the foreign country of 40 
cents. To equalize this a 50 per cent 
rate of duty is necessary. 

“Subsequently, let us suppose the 
cost of the raw material in both coun- 
tries drops to 10 cents while the con- 
version costs remain the same. We 
then have a total cost in the United 
States of 50 cents and a total cost in 
the foreign country of 30 cents; to 
equalize these costs a rate of 66 2/3 
per cent is necessary. 

“Next, let us assume that the raw 
material cost again fluctuates and it 
becomes 30 cents per pound in both 
countries while the conversion cost re- 
mains constant. To equalize the 70 
cent cost in the United States and the 
50 cent cost in the foreign country will 
require a duty of 40 per centum 
ad valorem. If we had determined our 
rate of duty solely upon the conversion 
costs we would have imposed a specific 
rate of 20 cents upon the article and 
the difference would have been equal- 
ized in each of the above cases; our 
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rate then would have been constant. 

“Let us now analyze further the 
conversion cost method. An additional 
important advantage it possesses over 
the total cost of manufacture theory is 
found in the fact that in ascertaining 
conversion costs we ascertain the cost 
of the processes, 

“In obtaining facts regarding the 
costs of manufacture of any article, 
totals only are obtained. In determin- 
ing conversion costs the cost of each 
step in the processing of an article 
from the raw material to the finished 
product is determined. 

“These processes in each industry 
for specific articles are essentially 
similar. Therefore in discovering 
original conversion costs in specific in- 
dustries, the foundation is laid for 
establishing the total conversion costs 
of any article in that particular in- 
dustry.” 

The duties of the enlarged tariff 
commission are specifically defined in 
the Frelinghuysen amendment. It is 
to obtain and compare conversion costs 
wherever possible. It is directed in 
addition to select representative 
samples of imports and of the similar 
domestic article and to keep these 
samples always available. 

Whenever conversion costs cannot be 
ascertained the commission is directed 
to analyze the cost of imported articles 
and the selling prices of similar do- 
mestic articles. The commission then 
recommends the rate of duty necessary 
to equalize differences in conversion 
costs and in competitive conditions. 


Would Have New York Office 


It authorizes the establishment of a 
New York office, a facility long needed 
at the principal port through which 
flow 75 per cent of our imports. The 
commission can then keep in continual 
touch with market conditions and have 
current prices constantly available. 

The appropriation of $1,000,000 for 
expenses proposed by Senator Freling- 
huysen will not be considered excessive 
when we consider the extent of the 
commission’s activities and the results 
to be accomplished. It must be re- 
membered that the revenue from the 
tariff averages between $300,000,000 
and $400,000,000 annually. We can 
well afford to devote one million of 
this in securing the necessary facts. 

The Bureau of the Census expended 
$2,000,000 in obtaining the 1919 census 
of manufactures and the Taft tariff 
board expended half a million in pro- 
curing the costs of production in the 
woolen and cotton industries alone. 
The appropriation asked will be suffi- 
cient however because it is expected 
that American agriculturists, manu- 
facturers, importers, exporters and 
those representing the labor interests 
of the nation, will cooperate with the 
commission in an effort to place our 
tariff on a scientific basis. 

I am sure that every business man 
will heartily applaud Senator Freling- 
huysen’s declaration of his purpose in 
urging his amendment upon Congress 
at this time. He says: 
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“In offering this amendment I am 
trying to create a tariff policy which 
will remove this troublous question 
from the arena of politics. The 
fundamental principle upon which my 
amendment is based is not new. [ 
have been informed that the tariffs of 
other countries are compiled by gov- 
ernmental agencies and not through 
the parliamentary bodies, many of 
these agencies having absolute power 
to enact a tariff. 

“But with our governmental system 
this is impossible inasmuch as Con- 
gress cannot delegate this authority. 
Therefore this amendment simply pro- 
poses that a governmental agency shall 
procure the facts, and upon a certain 
fundamental principle recommend to 
Congress a tariff necessary to equalize 
the difference between values here and 
abroad. 


A Word for the Consumers 


“This amendment leaves all the de- 
tail, all of the study and the unification 
of the interested parties to a govern- 
mental agency, which informs Congress 
of the rate which should be imposed, 
upon a principle laid down by Congress 
and the basis of arriving at the same. 
If the tariff machinery now created 
through this amendment is to be non- 
partisan, let us rise above partisan- 
ship in this body and do something 
constructive by enacting it without 
making it a party question, for the 
welfare not only of the wage earners 
and the industries, but also for the 
consumers—and the entire country at 
large. 

“T have only served on the Finance 
Committee for a short period, but I 
have had a long business career, and 
I am presenting this legislation as a 
business policy of the Government, on 
the theory that the great economic 
question of tariff imposts should be 
handled by an expert and experienced 
governmental agency, and not by men 
who have not the time nor the technical 
knowledge to determine the facts neces- 
sary to arrive at the tariff rates neces- 
sary to properly protect agriculture, 
labor and industry.” 


Trade Commission Again in Eruption 


Neither the blasts of winter nor the 
sultry heat of dog days can affect the 
ceaseless activity of the Federal Trade 
Commission. Turning aside for the 
moment from its pursuit of manufac- 
turers and dealers seeking to maintain 
reasonable resale prices for their 
products, the commission once more 
invades the police powers of the States 
by issuing orders against manufac- 
turers who, it declares, are marketing 
goods with the aid of misleading ad- 
vertising. 

In this respect the commission is 
going far beyond the limit which the 
Federal Government has set for itself 
in the execution of the Pure Food and 
Drug Law, which is conceded to be one 
of the most drastic attempts at the 
exercise of federal power over prod- 
ucts which in the jurisdiction in which 
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they are made are amenable solely to 
State laws. 

An order of the commission directly 
in point has just been issued against a 
well known manufacturer of toilet prep- 
arations and his distributors, a prom- 
inent wholesale grocery house, requir- 
ing them to cease and desist “from 
making statements or representations 
in labels or advertisements relating to 
toilet preparations offered for sale or 
sold by respondents or making an- 
nouncements in express terms or by 
implication that such toilet prepara- 
tions contain the juice of lemons, ex- 
cept and unless such preparations do 
in fact contain such juice of lemons.” 


New Steps by Commission 


In making this order the commission 
takes two important steps in the way 
of asserting its jurisdiction which Con- 
gress has repeatedly refused to author- 
ize any Federal agency to take. One 
of these relates to advertisements not 
directly connected with the package in 
which the goods are sold, while the 
other seeks to bring within the juris- 
diction of regulatory legislation a class 
of goods which Congress has refused 
to recognize as requiring protective 
legislation. 

Even under the drastic terms of the 
Pure Food and Drug Law a manufac- 
turer of a proprietary medicine, for 
example, is only limited in the claims 
he may make for his product in so far 
as those claims are set out on the label 
on the package or in the literature 
which goes with the package to the 
consumer. It has been repeatedly de- 
cided that nothing in the Pure Food 
and Drug Law prevents the manufac- 
turer from making any claim he may 
see fit concerning the therapeutic value 
of his product in a newspaper, maga- 
zine or other advertisement which does 
not go direct to the consumer with the 
goods. 


Would Censor Advertising 


The Federal Trade Commission, 
however, not only takes jurisdiction of 
labels on the goods but it also claims 
the right to test the truthfulness of 
every newspaper advertisement that 
may be published regarding ingredients 
of products or the results that will fol- 
low their use. It goes without saying 
that if such claims are fraudulent the 
advertisers may be proceeded against 
under numerous statutes or the com- 
mon law. 

The second step in advance taken by 
the commission is likely to arouse ap- 
prehension in many quarters. Congress 
so far has felt that the duty of enfore- 
ing honest methods of merchandising 
was an obligation of the state gov- 
ernments and has made no exceptions 
to this rule except with regard to food, 
drugs and insecticides. Toilet prepa- 
rations do not come within the category 
of drugs unless medicinal claims are 
made for them, which was not the case 
in the illustration before us. 

For a dozen years so-called honest 
merchandising bills have been pending 
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before the Committees on Finance and 
on Interstate and Foreign Commerce 
and on one occasion the latter commit- 
tee made a favorable report upon the 
so-called Barkley bill designed to en- 
force truthful labeling of merchandise 
of all sorts. Congressmen have shown 
great reluctance to favor such legisla- 
tion and in neither house has a meas- 
ure of this type been brought to a vote. 

Readers of HARDWARE AGE will re- 
call that for twenty years bills have 
been brought forth at intervals pro- 
viding for detailed labeling of paints, 
varnishes, oils, etc. While these bills 
have been the subject of much favor- 
able comment in committee and have 
occasionally been discussed at extended 
hearings, not one of them has ever 
passed either house. 

The interesting question which Con- 
gressmen are now asking themselves 
is whether the Federal Trade Commis- 
sion under its blanket powers to pre- 
vent “unfair competition” can accom- 
plish all that Congress for so many 
years has refused to attempt. It is 
indeed an important question. 


Glover Defends New Stamps 


W. Irving Glover, third assistant 
postmaster general, hits back at critics 
of the proposed changes in designs of 
postage stamps which the Postmaster 
General now has under consideration. 

In a statement he declares that the 
impression seems to prevail that the 
new issue of stamps is proposed be- 
cause of a desire of stamp collectors 
for new designs, when, on the contrary, 
changes are under consideration in the 
designs entirely because the best in- 
terests of the service warrant it. His 
statement in part follows: 

“In response to appeals of the Post- 
master General for suggestions for the 
betterment of the postal service, thou- 
sands of letters suggesting a new issue 
of postage stamps have been received 
from employees of the postal service, 
who have pointed out the advisability 
of a more distinct variation in designs 
for postage stamps, as well as colors 
that do not possess striking similarity. 
The department knows that thousands 
of dollars in revenue are lost yearly 
in the postal service, due to striking 
similarity in stamps, as well as little 
deviation in color, which prevents pos- 
tal employees from detecting short paid 
matter. 


Excusable Errors Made 


“This liability to error is increased by 
cancellation which often obliterates the 
numeral on the stamps to such an ex- 
tent that errors cannot be detected 
promptly. In fact, the present issue 
bears so many features alike that errors 
now made in handling mail with these 
stamps attached are in the majority of 
cases excusable. Particularly is this 
true in many of the larger post offices, 
where artificial light is necessarily be- 
ing used. Inasmuch as the stamps 
from one to seven cents denomination 
bear the portrait of Washington and 
the eight cent to $5 bear the portrait 
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of Franklin, postal clerks vannot easily 
distinguish the denomination in the 
rapid handling of mail because of the 
lack of distinction features.” 

Third Assistant Postmaster General 
Glover also points out that the cost of 
preparation of the new special delivery 
stamp was very economical, the master 
die only costing the Government 
$438.91, which was more than twice 
covered by sale of these stamps to 
stamp collectors for which no service 
was rendered, the receipts from this 
source being $879.60 up to the present 
date. 


A Spanish Joke 


One of the first rules for American 
business houses trying to build up their 
foreign trade is not to address their 
correspondent as Mr. Casilla de Cor- 
reos, says a Post Office Department 
bulletin. Translated this means Mr. 
Post Office Box. The phrase is often 
found at the end of a letter and more 
than once has been mistaken by Ameri- 
can firms as a man’s name. 

Errors of ignorance are probably re- 
sponsible for the loss of considerable 
amount of foreign trade, it is revealed 
by the division of foreign mails of the 
Post Office Department. 

Courtesy, which has become a watch- 
word between American business men, 
is not always extended by them beyond 
the shores of the United States, accord- 
ing to Postmaster General Work. Re- 
cently a letter was written by a well 
known Spanish - American business 
house to a prominent American firm. 
The letter was neatly typewritten in 
excellent Spanish and worded with the 
usual polite Spanish terms. Informa- 
tion was requested about prices on cer- 
tain goods which the South American 
house wished to buy. 

The letter was returned and on the 
bottom scrawled in Spanish and signed 
by the representative of the American 
house was this note, “If you will kindly 
write this in English we may be in a 
position to fill your order. Yours, etc.” 
The American firm did not get the 
order. 


Ringer Signal File Catalog 


The Cicero-Chicago Corrugating Co., 
Cicero, Ill., are offering the trade the 
Ringer Signal File catalog, a service- 
able and convenient device with several 
features for adding to the efficiency of 
filing and finding letters or documents. 
Each case has a capacity of 800 letters. 
The rigid steel case is knocked down 
for shipment and storing, then re- 
assembled in a minimum of time. Sides 
are reinforced and the case is equipped 
with an adjustable steel spring for 
keeping the enclosed papers in order. 

A useful feature about the Ringer 
Signal File is the automatic signal 
which points out missing folders, and 
the place from which letters are re- 
moved may quickly be located by this 
signal. The case comes in olive green 
and measures 10% in. high, 4 in. wide, 
and 12% in. deep. It weighs 1% Ib. 
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Forceful Ad on Service—Timely Ice Cream Freezer 
Appeal—A Complete Sporting Goods Announcement 


After Binding Twine Order 


No. 1 (one column by 8 in.). 

The ad shown below was sent us by 
Watterson Bros., Inc., Bishop, Cal. The 
copy limits itself to about the fewest 
possible words, but the general impres- 
sion made by the ad is that Watterson 
Bros. are all set and ready to fill any 
and all orders on binding twine. 

The ad is easy to read and the cut 
adds interest by tying up to the head- 
ing. 








’ ii Wi 
Shoot ‘em In! | saohestor 
| '| Specials 





FISHING 
RODS 


|| $1.00 


Winchester 
bait rods 


Mr. Rancher: 
We are ready to 
take your orders 


for || cook KNIVES 
i < | 35c 
Binding || 


Just the thing for| 
. 
_ Twine 


steel 


camp or kitchen 


it POCKET KNIVES 
| iI 35c 

| Watterson | 
_ Bros., Inc. 


brass fitted—every 
fisherman and boy 
can use one | 


|] WATTERSON BROS. 


| 


Hardware Dept. 




















1i—This brief text addressed to ranchmen 
is evidence enough that Watterson Bros. 
well able to take care of binder 
twine demand. 
2—Here is a good special to shoot at 
the sportsman and camper. It doesn’t 
require much space, either. 


are 


THE THING 


CALLED—“SERVICE”— 


—Every day in every year, it is called to our attention 


Every day we are advised that some 


one is trying to handle our business in a satisfactory way 


—And this is our watch-word in handling the good will of our own patrons. 


—Constantly striving to satisfy everyone; alert to the advantages of all concerned when a cus- 





PICTURE WIRE 


tomer’s needs are carefully filled to the smallest detail, we be- 
lieve we are serving the thousands .of good people of our 
county with QUALITY Hardware in a satisfactory way We be 


—In the Springtime pictures are 
taken down, cleaned and re-hung. 


—When re-hanging them, use 
new wire, especially made for this 
purpose. 


—0 feet of bright wire that 
doesn’t rust, to each package— 











The Marable 


lieve that we are rendereing SERVICE. 


—TEST US! 


—Our Phone is No. 2! 


Hardware 
... COMPANY... 


Vendors of Superior Hardware.- 
Since 1895 


s—-If you want to know how to advertise “service” and make a readable appeal, just 
glance over this Marable ad. 


A Special for Sportsmen 


No. 2 (one column by 8 in.). 

This is another ad by Watterson 
Bros. which is a combination special 
that will be of interest to the sports- 
man and to the camper. The three 
items featured in the ad are well chosen 
and many customers will ro doubt avail 
themselves of all three bargains. 

Like the preceding Watterson Bros. 
ad, this announcement is neatly ar- 
ranged. 


Service Well Described 


No. 3 (three columns by 5 in.). 

This ad was received from Paul W. 
Ussery of the Marable Hardware Co., 
Clarksville, Tex., and it is about as 
good a definition of service as we have 
seen for some time. The first paragraph 


is especially interesting and serves to 
prove that the store is giving the right 
kind of service or otherwise patrons 
would not be calling attention to it. 
For this reason the paragraph makes 
a very strong impression. 

If you could use a similar argument 
in your own service ad, we would cer- 
tainly recommend it. The third para- 
graph sums up the store’s idea of serv- 
ice and it is a good solid definition of 
the word. 

In reading over this ad, notice the 
special on pieture wire which is fea- 
tured in the left hand corner of the ad. 


Here Is a Strong Appeal 


No. 4 (two columns by 5 in.). 
This ad was sent us by Miss E. L. 
Porter who looks after the publicity of 
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FREEZE 
your own 


Pure, Fresh, and Good if it’s Home Made Food 
We want pure food:Food Juice instead ofcoloring; Fresh 
Eggs and Rich Milk or Cream 
A Hundred Delights for Company Nights 
Besides when entertaining there’s nothing like being able 
irprise one’s guests with something novel each time 
A whole list of good recipes comes with the freezers. 
ALASKA FREEZERS. 1 qt to 20 qts Price $2.50 to $22 
NORTH POLE FREEZERS : 1 to 4 qts_ Price$2 to $3.50 


“AT YOUR SERVICE” 


Buchanan Hardware Co. 








PHONE 63 Richfield Springs, N. Y. 





{—This ad is going to convert many 
homes to making their own ice cream. 
It will do the same for you. Try it. 


The Buchanan Hardware Co., Richfield 
Springs, N. Y. We certainly want to 
direct special attention to this ad be- 
cause it is very well handled in every 
detail. In the first place the heading 
gets the attention at once and the il- 
lustration ties up with it perfectly and, 
by the way, is a very clean cut re- 
production. 

With the mercury 90 deg. in the shade 
and thereabouts, one can easily appre- 
ciate the appeal of this heading. The 
copy emphasizes another point about 
home-made ice cream, and that is the 
fact that when ice cream is made at 
home, the family may be sure that om 
ingredients are used. 

Also the copy features the conned 
ity of the home ice cream freezer and 
calls attention to the list of recipes 
which is included with the freezer. 
The subhead in this respect “100 De- 
lights for Company Nights” is espe- 
cially good. 


A Complete Outdoor Directory 


No. 5 (three columns by ten in.). 
Take a look at this outdoor sport ad, 
of the Chelsea Hardware Co., Atlantic 


citi 





Howard’s Hardware 
“GAZE AT” 


“It’s All in Our Windows” 








STATEMENT OF “CIRCULATION ” 

The law requires that every publication shall print & 

a statemen« of “ownership,” including the names of 

all stockholders, but does not consider either subscrih- 

et3 or advertisers, the real shareholders—the backers 

of thd whole structure, without which no publication or 
commercial enterprise can exist. 


In our own particular case we realize this all-im- 

portant fact and look upon our customers as the real 
“owners” of our business. As they “subscribe” by 

their purchases, and “advertise” by their friendly 
“boosting "do we succeed or fail. 

Our business is-a success—and we are glad to place 
the credit where it justly belongs. Our “ subscribers.” 
and “ advertisers " have made it what it is, 


Are YOU a “ subscriber”? 


Howard's, Ward’ 
&—Howard’s utilize a novel idea and 
create an interesting ad. 
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City, N. J. It certainly is chock full 
of information for the sportsman. 
One thing that we specially liked 
about this ad are the many prices which 
are quoted. 
In the matter of display, however, it 


6 " 


the prices only in the bold face. Then 
there should have been more of a mar- 
gin at the side of the ad between the 
border and the type matter. We would 
say at least a quarter of an inch mar- 
gin. This margin makes a great deal 


FISHING TACKLE 


Specials—For Fresh and Salt Water Fishing—Specials 
SURF CASTING RODS AND REELS 
Surf Casting Rods, Lancewood, Greenheart and Split 
Bamhoo, at $6.00 up to $49.50. 
Boat Rods, large assortment of two and three piece. 
Lancewood, Greenheart and Split Bamboo, at $2.50, 
4s -t $4.50, $6.00, $7.50, $10.00 and up. 


SPECIAL: 


Bristol Steel, Double Grip Surf Rod, agate 


guides, at $18.50 each. 
250 yard Free-Spool Surf Real, at $10.00. 








Have you tried “Our Special” Brass Leader O’Shaughnessy 
Hooks, at $2.75 dozen. 








CUTTY HUNK SALT WATER LINE 


Hooks, Rods, Reels, Line, Flies, Plugs. 


Everything you want is her 





Baseball Supplies 


You'll make no error in buying your baseball goods here; 
i because we have been careful to select the best of Balls, Bats, 


Mitts, Gloves, Masks, Etc., 
WHIZZ! BANG! BOOM! 
5 Big Specials in 


needed in the game. 
4TH OF JULY 


oves 


Our buyer just bought a large lot of Gloves in New York 


at bargain prices. We offer: 





$2.25 VALUES 


$1.50 Each 








$3.00 VALUES 


$2.00 Each 


$4.50 VALUES 


$3.00 Each 

















| $5.00 Values. Each. . 


. $3.50 | $7.50 Values at. , 





Special lot bats, large assortment. Regular price 
$1.50 and $1.75 each. Our price, each 





Motor Boat Hardware 


Here you will find everything that you have been 


wanting to get for your boat. 


Articles that wil] make it 


more convenient, attractive and easier to handle. 


Lamps 
Manila Rope 
Copper Paint 


Special value at $1.50 each. 


Life Preservers. 


Anchors _ Blocks 
Boat Hooks 
U. S. N. Deck Paint 


Cushions 


FLAGS — FLAGS — FLAGS — FLAGS — FLAGS — FLAGS 


We Will Be Closed All Day Tuesday, July 4. Open Tonight Until 9 ‘o’Clock. 


HELSE 


HARDWARE CO. 





709-271 
ATLANTIC Ave. 


The Complete Hawa Jtow” 





Prone 2715 





5—Here is an example of how not to set your ad. Good copy but poorly presented. 
Read our detailed suggestions. 


is certainly open to a great deal of 
criticism. It is too jumbled up and 
is therefore rather hard to read. When 
using this ad again we would suggest 
that more light faced type be used so 
that when the heavy faced type is used 
there will be a contrast which makes 
for easy reading. 

The top paragraph especially should 
have been set in lighter face type with 


of difference in the ad’s readability. 
Howard’s “Statement” 
No. 6 (2 cols. x 6 in.). 

This ad sent us by William Ludlum 
of Howard’s, Mt. Vernon, N. Y., util- 
izes the statement of ownership pub- 
lished in all magazines in a rather 
clever manner. An ad of this kind goes 
to show the variety of ideas the hard- 
ware ad man may turn to his purposes. 
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NEW YORK 


IRECT manufacturers’ salesmen and 
agents covering this territory report 

satisfactory sales. Factories making tools, 

builders’ hardware and binder twine mills 
are selling to capacity production. In fact, it is said that 
these particular lines are approaching a point that may 
mean a scarcity. General hardware lines are also in good 
demand and most plants are working steadily with almost 
normal personnel. The continued coal strike is hampering 
production programs, as the average factory is working 
on a hand-to-mouth fuel basis. The railroad strike, of 
course, is somewhat embarrassing to manufacturers who 
are unable to make prompt shipments on needed goods. 
Lack of overstock when business improved added to the 
temporary difficulties. Representatives of factories mak- 
ing fall goods are very enthusiastic about the prospects 
of the fall and winter trade. 


Factory | 
News 


Jobbers’ 


genom the wholesalers’ point of view 
Comments 


most of the summer business has been 
done and only scattered pick-up business 
orders are to be expected from jobbers. 
Dealers are still calling for crab nets and traps, ice cream 
freezers, water coolers and other warm weather items. 
Wheelbarrows, lawn rakes, tools, builders’ hardware, hay 
forks, binder twine, ice tongs, roofing paper, canning 
specialties, cider mills and shovels and staple lines are all 
moving actively, in fair quantities. 
Axes and Hatchets.—Reports indicate Semi-finished 
increased demand for axes, hatchets 
and axe handles. There is in fact some 
talk relative to a slight scarcity for full 
polish hatchets, otherwise stocks are 


per cent. 
per cent. 


per cent to 45 


hexagon 
smaller, 70 per cent; larger and thicker, 65 
Tinners’ rivets, 60 per cent to 50 and 10 


Hexagon machine screw nuts, iron, 40 
per cent; 


Retailers’ > ENERALLY speaking, the retail dealer 
Opinions is conservative about expressing an 
opinion on market conditions. Last week 
a number of representative dealers were 
interviewed on present conditions and all seem to agree 
that so far August has been a good month for the sum- 
mer season. It seems that the city stores are inclined to 
move slowly at this time, but the suburban and rural 
community stores report active sales in staple as well as 
seasonable lines. Dealers along the various local water- 
fronts report that business in marine hardware and boat 
supplies has been very good for the past six weeks. Sales 
in auto accessories are also said to be active. In acces- 
sories the most popular items are said to be bumpers, 
stop lights, luggage carriers, tool sets, mirrors, tire ac- 
cessories and replacement parts. Tires and tubes have 
moved satisfactorily. 


Price H ERE and there along the list of items 
Changes quoted in this report will be found 
minor price adjustments. Generally speak- 
ing, however, there is little price revision 
going on at present. Among the more important price 
changes announced by local jobbers this past week are 
the following: 
Roller skates, ball bearing extension model, are quoted 
at $1.25 for boys’ and $1.35 for girls’. 
Tacks have advanced 10 per cent. 
Star hack saw blades now take a discount of 40 and 5 
per cent. 


/ 


bolts, and Berry hullers, 35c. per doz.; fruit jar 
wrenches, 85c. per doz. ; stainless steel 
knives, $2.35 per doz. ; apple parers, $14.50 
per doz. , 
Preserving kettles, aluminum, ranging 
from 2%-qt. to 17-qt. in size, are quoted 


brass, 4/32 and from $8.40 to $34.44. Covers for same are 


ample. Prices are firm, 

Jobbers’ quotations, f.o.b. New York: 

Ordinary grade handled axes, 3 to 4 Ib., 
$13.25 per doz. net; 3% to 4% Ib., $13.75 
per doz. net; 4 to 5 Ib,, $14.25 per doz. net; 
4% to 6% Ib., $14.75 per doz. net; 5% lb. 
solid, $15.50 per doz, net. 

Flint edge Rockaway pattern axes, 3 to 
4 lb., $15.25 per doz. net; 3%4 to 414 Ib., 
$15.75 per doz. net: 4 to 5 Ib., $16.25 per 
doz. net. 

Connecticut pattern axes, 3 to 3% Ib., $15 
per doz. net; 3% to 4 Ib., $15.50 per doz. 
net; 4 to 5 lb., $16 per doz. net. 

Hatchets, full polished half and shingling, 
No. 1, $18.80 per doz.; No. 2, $19.40 per doz. 


Bolts and Nuts.—At present this is 
a very consistent and active line. In 
most sizes stocks are adequate. 


Jobbers’ quotations, f.o.b. New York: 

Square nuts, 4 in., 16c. per lb.; ff in., 
15¢e. per lb.; % in., 13c. per Ib.: ye in., 12c. 
per lb.; % in., lle. per lb.; % in., 10c. per 
Ib.: ™% in., 9c. per Ib. 

Common carriage bolts, % x 6 in. and 
smaller, 35 and 10 per cent to 40 per cent; 
larger and thicker, 35 per cent to 40 per 
cent, 

Machine bolts, % x 4 and smaller, 40 
and 10 to 45 and 10 per cent off: longer 
and thicker, 50 and 10 to 45 per cent. 

Lag screws, 45 to 45 and 10 per cent. 


14/20, 75 per cent from new list. 

baat bolts, steel bright finish, 75 per 
cent 

Stove bolts, 75 and 10 to 80 per cent. 

Iron rivets, 50 and 10 to 60 per cent. 
Solid copper rivets, 45 per cent. 

Lock washers, 7 to % in., 70 and 5 per 
cent; % to % in., 50, 10 and 5 per cent; 
{4 to 1 in., 40 and 5 per cent. 

Buck Saws.—Interest for future de- 
livery on buck saws is fairly active at 
present. Many dealers are said to be 
receiving their shipments on this item. 
Stocks are fair and prices firm. 

Jobbers’ quotations, f.o.b. New York: 

Buck saws, both plain and Champion 
tooth, $12.90 per doz. 

Canning Supplies.—This is one of the 
most active lines in the local hardware 
market. Dealers generally are selling 
all kinds of preserving equipment and 
jobbers report steady demand. Prices 
are firm and stock said to be adequate. 

Jobbers’ quotations, f.o.b. New York: 

Extension fruit and jelly strainers, No. 0, 
$1.25 per doz.; No. 2, $2.65 per doz.; No. 3, 
$3.25 per doz. Canning racks, $5.50 per 
dgz.: Good Luck jar rings, 80c. per gross; 
Good Luck mason jar rubbers, 75c. per 
gross, in 12 gross lots, 


quoted from $2.40 to $6. 

Jar rings, 75c. per gr. 

Cider and Fruit Presses.—Jobbers re- 
port active sales in this line at steady 
prices. Presses and mills are being 
sold in all parts of this territory in 
varying sizes. Stocks appear. ample. 


Jobbers’ quotations, f.0.b. New York: 

Cider Presses—8% x 10 in. tub, 
screw, weight 50 Ib., $6.25 each; 10% 
in. tub, 1% in. screw, weight 70 Ib., 
each; 11% x 12 in. tub, 1% in. 
raent 90 *D., $9.45 each: 13 x 14 in. tub, 
1% in. screw, weight 125, Ib., $12.25 each; 
berry crusher, weight 20 Ib., 36. 15 each. 

Fruit presses, 3 qt., with heavy tin per- 
forated insert, $3.40 each; 6 qt., $4 to 
$4.25 each; 12 qt., $5.50 to $5.85 each. 


Crab Nets and Traps.—Wholesale 
stocks in these items are somewhat de- 
pleted, as the demand from dealers has 
been very steady all through the sum- 
mer. Retailers report active and con- 
sistent consumer demand. Prices are 
steady. 


Jobbers’ quotations, f.o.b. New York: 
Crab traps, regulation size, $3 to $8 per 
doz. ; long handle crab nets, $3.50 per doz. 
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Cotton Waste—There is a strong 
and steady “pick-up” demand for cot- 
ton waste. Stocks are ample and prices 
firm. 

Jobbers’ quotations, f.o.b. New York: 

Cotton waste, in 5 lb. bales, 20c. per Ib. 

Hay Forks.—In the rural districts 
this is an active item with retail deal- 
ers. Stocks seem adequate and prices 
firm. 

Jobbers’ quotations, f.o.b. New York: 

Hay forks, 2 tines, 5%4-ft. bent handle, 
$11.85 per doz.; 3 tines, 414-ft. straight 
handle, $11 per doz.; 3 tines, 5-ft. bent 
handle, $12.20 per doz. 

Ice Cream Freezers.—Freezers are 
in active demand at steady prices. 
Stocks are none too plentiful. 

Jobbers’ quotations, f.o.b. New York: 

Triple motion freezers. 1-qt., $2.43 net: 
2-qt., $2.83 net; 3-qt., $3.37 net; 4-qt., $4.13 
net: 6-qt., $5.23 net, 

Vacuum freezers, 1-qt., $2.67 to $3.33 
net; 2-qt., $4 net; 4-qt., $6.67 net. 


Ice Picks —There is a steady though 
not heavy demand for ice picks in this 
district. Stocks are apparently suffi- 
cient for local needs and prices firm. 


Jobbers’ quotations, f.o.b. New York: 

Needle point ice picks, 5%-in. blade. 
shank and head formed of one piece of 
steel, handle stained black, $3.43 per doz. 
net. Same with a hexagonal iron band, 
$5.74 per doz. net, 

Ice chisel, heavy polished steel blade, 
oak handle, nickel plated iron bands, $1.69 
per doz. net. Ice chipper, 6 crucible needle 
points tempered, malleable iron frame, 
tinned, wood handle, length over all 94 in., 
$3 per doz. net, 


Ice Tongs.—This item is still fairly 
active, say the jobbers. Stocks are 
adequate and prices firm. 


Jobbers’ quotations, f.o.b. New York: 

Ice tongs, New York pattern, 11 in, $9 
to $11.40 per doz.; 14 in., $11.50 to $13 per 
doz. ; 17 in., $13.50 to $16.20 per doz.: 15 in., 
Boston pattern, $14.50; 17 in., $16.50; 20 
in., $18.60; 24 in., $21.60 per doz. Prices 
differ according to quality. 

Lawn Rakes.—Buying is active in 
this line at firm prices. Stocks are said 
to be ample. 


Jobbers’ quotations, f.0.b. New York: 
_Lawn rakes, 14 teeth, 3 aluminum bows, 
$7 to $7.37 per doz.: 18 teeth, 2 wooden 
bows, $5 to $5.26 per doz.; 22 teeth, 3 
wooden bows, $6 to $6.32 per doz.; 24 teeth, 
3 aluminum bows, $7.50 to $7.90 per doz. 


Nails.—Buying in this market is 
fairly active. The market is said to be 
strengthening. Aside from a_ slight 
shortage which continues for 8 and 20 
penny nails stocks fair, 


Jobbers’ quotations, f.o.b. New York: 

WwW ire nails, $3.35 base per keg. Cut nails, 
$3.90 base per keg. Coated nails, $3 to 
$3.15 base per keg. Wire nails and brads, 
nee lots, 75 to 10 to 80 per cent off 


Roofing nails, per 100 Ib., $6.30 to $6.55 
{or Salvanized and $4.55 plain. This applies 
) x LZ, 


MPROVEMENT in the demand for 

tools, shelf hardware and general 
supplies, continued apprehension of 
Shortages and numerous price ad- 
vances featured the hardware markets 
throughout the country during the past 
week, 

Although the coal and railroad 
Strikes have not as yet seriously af- 
fected the hardware business, reports 
from most of the principal wholesale 
centers indicate that deliveries are not 
as prompt as they have been. 
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Roofing Paper.—With extremely ac- 
tive building programs in_ force 
throughout this section it is only nat- 
ural that there should be a strong buy- 
ing market for roofing paper and kin- 
dred items. Stocks are fair and prices 
considered steady 

Jobbers’ quotations, f.o.b. New York: 

Roofing paper, 35-lb. roll, 98c. per roll; 
45-lb. roll, $1.26 to $1.30 per roll; 58-lb. 
roll, $1.55 to $1.70 per roll. 

Hard felt, 60-lb, standard roll, $1.40 ner 
roll: red sheathing paper, 36 in. wide, 500 
sq. ft. in a roll; 25-lb. roll, 65c. per roll, and 
30-lb. roll, 80c. per roll. 

Rope and Twine.—Generally speak- 
ing, the rope and twine market has a 
quiet tone, though there is some com- 
ment relative to heavier buying in cer- 
tain quarters. As mentioned before in 
this report, there is a heavy demand 
for binder’s twine. Prices are steady 
and stock ample. 

Jobbers’ quotations, f.o.b. New York: 

Manila rope, No. 1 grade, 18c. to 19%ec. 
per lb. Hardware grade, l6c. per lb. Sisal, 
No. 1 grade, 15c. per lb.; sisal, No. 2 grade, 
13c. per lb. Bolt rope, 22c. per Ib. 

Lath yarn, 13c. to 15c. per lb. Jute wrap- 
ping twine, 20%c. to 25%c. per Ib. India 
hemp twine, No. 6, 16c, to 18c. per Ib. 


Rubbish Burners.—Jobbers report an 
active demand for rubbish burners. 
Stocks are adequate and prices firm. 


Jobbers’ quotations, f.o.b. New Yerk: 

Galvanized wire rubbish burners, with 
heavy iron supports, dipped in asphaltum 
20 in. high, 14 in. diameter, weight 11 Ib 
$30 per doz.; 24 in. high, 15 in. diameter 
weight 16 lb., $36 per doz.; 30 in. high, 18 
in. diameter, weight 22 lb., $54 per doz.; 
35 in. high, 30 in. diameter, weight 33 Ib., 
$72 per doz. All less 5 per cent discount. 


Screws.—All kinds of screws are in 
consistent demand at firm prices. Stocks 
are ample. 


Jobbers’ quotations, f.o.b. New York: 

Wood screws, iron bright, flat head, 80 
and 5 per cent; same with round and oval 
head, 77% and 5 per cent; iron blued, flat 
head (add 5 per cent to net amount of in- 
voice), 80 and 5 per cent; iron blued, round 
head, 77% and 5 per cent; brass, flat head, 
75 and 5 per cent; brass, round and oval 
head, 72% and 5 per cent. 

Rolled thread machine screws, stove, iron, 
flat and round, No. 2 and No. 3, 60-10-10 
per cent: No. 4 and larger, 70-10-5 per cent: 
fillister, No. 2 and No. 3, 55-10-5 per cent; 
No. 4 and larger, 60-10-10 per cent. Brass, 
flat and round, No. 2 and No. 3, 55-10-5 per 
cent; No. 2 and No. 3. 50-10-10 per cent; 
No. 4 and larger. 55-10-5 per cent. 

Cap screws, 75 and 10 per cent; set 
screws, 80 per cent to 75 and 10 per cent. 

Some jobbers report an extra on wood 
screws of 20 and 5 per cent. 


Shovels and Spades.—There is said 
to be a slightly increased demand for 
shovels and spades. Reports indicate 
adequate stocks at firm prices. 


Jobbers’ quotations, f.o.b. New York: 

Fourth grade long handle shovels, round 
and square point, $11 per doz. 

D handle, round and square point shovels, 
$11 per doz.; D handle spades, $11 per doz. 


Staple Hardware Active 


Seasonable goods, although in fair 
demand, are not as active as they were 
a few weeks ago. Most of the buying 
interest seems to have shifted to staple 
lines. 


Price Changes Announced 


Among the price changes announced 
during the week were: 

Pittsburgh — Railroad spikes _ ad- 
vanced from $2 to $3 per ton; pig iron 
advanced from $1 to $2 per ton; snow 
shovels advanced 50 cents per doz. 
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Steel Barrows.—Jobbers say that this 
item is in strong demand at steady 
prices. Stocks are somewhat broken, 
it is said, 

Jobbers’ quotations, f.o.b. New York: 

Steel contractors’ barrows, with wooden 
frame, 3 cu. ft. capacity, $63.75 per doz, 
Concrete barrows, steel tray with wooden 
handles, 3% cu. ft. capacity, $84 per doz. 
Tubular steel barrow, 3 cu. ft. capacity. 
$102 per doz.; 4% cu. ft. capacity, $111 per 
doz.; 6 cu. ft. capacity, $154 per doz. 

Stove Pipe.—It is thought that this 
line will be quite active next month. 
Current interest is fair. There is con- 
siderable and persistent rumors of pos- 
sible advances, though as yet nothing 
of this nature can be confirmed. 

Jobbers’ quotations, f.o.b. New York: 

Black iron stove pipe, No. 28 gage. 12 
lengths in a bundle, 4 in., $1.40 to $1.60 per 
doz. lengths net; 414 in., $1.55 to $1.75 per 
doz. lengths net; 5 in., $1.75 to $1.95 per 
doz. lengths net; 5% in., $2 to $2.25 per doz. 
lengths net; 6 in., $2.25 to $2.50 per doz. 
lengths net. 

Window Glass.—The demand for win- 
dow glass is quite active at strong 
prices. Reports from distributers in- 
dicate a scarcity of glass. 

Jobbers’ quotations, f.o.b. New York: 

A single, 84 per cent: B single, 86 per 
cent; A double, 85 per cent; B double, 88 
per cent. List of March 1, 1913. 


P. S.—July was the fourth consecu- 
tive month of unprecedented building 
activity, according to the F. W. Dodge 
Co. Contracts awarded during the 
month in the 27 Northeastern States 
amounted to $350,081,000. This was a 
2 per cent increase over June and a 65 
per cent increase over July, 1921. It 
is greater than any previous monthly 
total except the record figures of April 
and May of this year. 

Contracts awarded during July in 
New York State and Northern New 
Jersey amounted to $76,486,000, a de- 
crease of 4 per cent from June, but an 
increase of 45 per cent over July, 1921. 
The July decrease was in New York 
City, the remainder of the district 
showing an increase. 

From Jan. 1 to Aug. 1 the amount 
of work started in this district was 
$556,996,000, an increase of 86 per cent 
over the corresponding period of last 
year. 

Included in last month’s total were: 
$33,389,000, or 44 per cent, for residen- 
tial buildings; $13,245,000, or 17 per 
cent, for public works and _ utilities; 
$12,017,000, or 16 per cent, for business 
buildings; and $9,891,000, or 13 per 
cent, for educational buildings. 

Contemplated new work reported in 
July amounted to $150,709,000. 


Miller Rubber Co. reduced prices on 
its line of tires and tubes. 

Boston—Cap and set screws ad- 
vanced 5 per cent; Page-Lewis Arms 
Co. reduced prices on its models A, B, 
C and D guns. 

New York—Tacks advanced 10 per 
cent. 

Chicago—Stove pipe and elbows ad- 
vanced 5 per cent. 

Cincinnati — Rivets were reduced 5 
per cent; sash weights advanced $2 per 
ton. 
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Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Ill., Aug. 12. 


HE first six months of the year 

have shown a steady and con- 

sistent increase in business in 
this section. Everything is now set for 
another broad upswing of general busi- 
ness activity. The various strikes have 
impeded progress to some degree. The 
mills have been forced to further re- 
duce their production on account of 
coal shortage, and the shortage of good 
railroad equipment is manifesting it- 
self somewhat. The Chicago street car 
strike paralyzed business in a retail 
way for a week, with severe loss to 
downtown merchants and_ laboring 
people. 

Despite the strikes, conditions con- 
tinue to show improvement. Unem- 
ployment is growing steadily less in 
this section. Crop conditions are fa- 
vorable and country buying has been 
stimulated. The mills are finding no 
let up in the amount of business being 
placed and the gain in their business 
over last month was quite satisfactory, 
although they were obliged to reduce 
production. 

Chicago’s building program has 
smashed all records. The permits for 
the first seven months total more than 
any whole year previous. Permits have 
been issued for $127,712,000 worth of 
buildings. In 1892 the average cost of 
a building was $5,000. In 1921 the 
average cost was $18,670, and this year 
the average cost has been $16,870. 
The building program for 141 cities was 
5.5 per cent greater in June than May. 

The general level of prices continues 
to rise at a steady rate. Since June 1, 
1921, prices have moved upward and 
have risen 14 per cent from the low 
point. They are still about 50 per cent 
below the peak reached in February, 
1920. 

While there has been a_ general 
strengthening of prices and mills have 
been obliged to produce less, there has 
been little inconvenience experienced by 
the wholesalers. Some shortages of sea- 
sonable merchandise have temporarily 
inconvenienced them, but they have not 
been affected by either the coal or rail- 
road strikes thus far. They have expe- 
rienced no difficulty in getting goods 
delivered promptly and have had no 
trouble in shipping. The mills and fac- 
tories have been keeping them well sup- 
plied with ‘merchandise and from the 
jobbers’ standpoint there has_ been 
nothing to hinder their operations. The 
retailer has felt the strikes to some 
extent, especially where the majority 
of his customers are employed in mining 
or rail shop districts. 

If conditions continue there is no 
question but that the hardware business 
will feel its effects, and, therefore, an 
early settlement would do much toward 
letting the present good times con- 
tinue. Trade in this section is of a 
miscellaneous nature. The orders are 
generous and call for general hardware. 
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CHICAGO 


There is little or no seasonable demand 
right now. Tools have started to pick 
up quite satisfactorily, and while about 
50 per cent of the orders are for pick- 
up and fill-in items the remainder are 
good sized general stock orders. 

Collections are satisfactory and the 
general feeling manifested is one of 
optimism. 

Alarm Clocks.—Sales are beginning 
to show activity after the early sum- 
mer quietness. The ruling prices to- 
day are about the same as they were in 
the early spring. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: America, $11.40 doz. lots, case 
lots, $11.04 doz.; Blue Bird, $13.20 doz. lots, 
case lots, $12.84; Black Bird, $18.96 doz. 
lots, case lots, $18.36; Bunkie, $20.88 doz. 
lots, case lots, $20.16; Lookout, $13.20 doz. 


lots, case lots, $12.84 doz.; Sleepmeter, 
$15.12 doz, lots; case lots, $14.64 doz. 


Ammunition—Firearms and ammu- 
nition orders are being received in good 
volume. Total shipments to date are 
heavy and the fall promises more good 
business. 

Automobile Accessories.—Sales are 
showing a steady increase. No ten- 
dency to slow up has been noted. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 46 Reliable jacks, $2.65 each; 
lots of 10, $2.55 each; twin-cylinder foot 
pumps, $1.35 each; doz. lots, $15; Simplex 
jacks, No. 36, $1.75 each; doz. lots, $1.60 
each; Weed chains, single lots, 25 per cent 
discount; doz. lots, 33% per cent discount; 
red inner tubes, 30 x 3%, $1.65 each; gray 
inner tubes, 30 x 3%, $1.25 each; Hercules 
giant plugs, 60c. each; Hercules junior 
plugs, 35c. each; Bethlehem spark plugs, 
36c. each; Bethlehem spark plugs, mica 
type, 60c. each; Bethlehem spark plugs, 
standard porcelain type, 58c.; Splitdorf 
plugs, 58c. each; lots of 100, 56c. each; 
Splitdorf plugs, special for Fords, 50c. each; 
lots of 100, 48c. each; Champion X plugs, 
45c. each; lots of 100, 41c. each; Champion 
0 plugs, 53c. each; lots of 100, 50c. each; 
Ford fan belts, extra quality, 22c. each. 


Axes.—Orders for fall delivery are 
about as heavy as last year. Sales 
should show considerable stimulation in 
a few weeks. 


We quote from jobbers’’ stocks, f.o.b. 
Chicago: First quality single bitted un- 
handled axes, 3 to 4 Ib., $10.50 doz. base; 
double bitted, $15.50 doz. base; good qual- 
ity black unhandled axes, same weight, 
single bitted, $9.50 doz. base; single bitted 
handled axes, $11.25 to $18.50 per doz., 
according to quality and to grade of handle. 


Bolts and Nuts.—Sales are very 
good. There is considerable being said 
about shortages in this line. Prices ap- 
pear to be very steady at this time. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts. 50-5 per 
cent off list; small carriage bolts, 60 per 
cent off list; large sized machine bolts, 
50-10-5 per cent off list; small sized ma- 
chine bolts, 60-10 per cent off list; all stove 
bolts, 75-10 per cent off list; all lag screws, 
60 per cent off list. 

Builders’ Hardware.—It is still im- 
possible to keep a complete stock and 
it is harder than ever to get deliveries. 
Manufacturers are from two to three 
months behind on orders. No advances 
have been reported. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 3% x 3% steel butts, old copper 
and dull. brass finish, in case lots, $2.64 
doz. pair; 4 x 4 steel butts, old copper and 
dull brass finish, in case lots, $4.20 doz. 
pair; heavy bevel steel inside sets, case lots, 
$6 doz.; steel bit keyed front door sets, 
$1.40 per set; wrought brass bit keyed 
front door sets, $2.50 per set; cylinder front 
door sets, $6.50 per set. 

Chains.—Factories report themselves 
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as being very busy, with prices low and 
showing a firm to strong tendency, 
Weldless types of chains have had a 
very active sale. Sales are heavy for 
this time of year. 

We quote from jobbers’ stocks, f.o.b, 
Chicago: %-in. proof coil chains, $8 per 
100 lb.; weldless coil chain, 50-10 per cent 
off list; No. 00, 44%4 electric welded cow 
ties, $2.65 per doz. 

Cider-Fruit Presses.—Factories are 
being crowded to fill orders, due to the 
large fruit crops. No actual shortages 
have been reported, but shipments from 
factories are slower. 

Copper Rivets and Burrs.—Demand 
continues unusually good. Prices are 
still at pre-war basis and increases are 
not unlikely. 

We quote from jobbers’ stocks. 
Chicago: Copper rivets and burrs, 
cent discount. 

Cutlery—Sales on all grades con- 
tinue to show improvement. 


Eaves Trough and Conductor Pipe.— 
Demand is very active and _ higher 
prices are being asked -by some manu- 
facturers. Local prices firm but un- 
changed. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: 29 gage, 5-in, lap joint eaves 
trough, $4.30 per 100 ft.; 29 gage 3-in. cor- 
rugated conductor pipe $4.50 per 100 ft.; 
3-in. corrugated conductor elbows $1.36 
per doz. 


Field Fence.—Inquiries have started 
to come in. Fall business promises to 
be unusually heavy with a probability 
of shortages. 

We quote from jobbers’ stocks, 
Chicago: Field fencing 66 per cent 
count from lists. 

Files—The demand continues heavy 
and prices are very firm. 


We quote from jobbers’ stocks, f.o.b. 
Chicago American files, 70 per cent off 
list; Nicholson files, 50-10-10 per cent off 
list ; Disston files, 50-10-10 per cent off list; 
Black Diamond files, 50-10 per cent off list. 


Food Choppers.—The demand has 
been very good with increased cost of 
raw material and higher operating 
costs, lower prices seem to be an im- 
possibility this year. Fall business 
should be brisk. 


We quote from jobbers’ stocks, 
Chicago: Universal, No. 0, $12.15; 
$15; No. 2, $18.20; No. 3, $24.30. 


Galvanized Ware.—Conditions are 
unchanged and prices are still tighten- 
ing, 

We quote from jobbers’ stocks, f.0.b. 
Chicago: Competition galvanized water 
pails, 8 qt., $1.75 doz.; 10 qt., $1.95 doz.; 
12 qt., $2.20 doz.; 14 qt., $2.45 doz. Gal- 
vanized wash tubs, No. 1, $5.65; No. 2 
$6.25; No 3, $7.35 doz. 


Glass and Putty—There are pros- 
pects for greater increases in demand 
with the approach of early fall. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: Single strength A and _ single 
strength B, up to 25-in. bracket, 85 per 
cent off. Single strength A and_ single 
strength B, over 25-in. bracket, 85 per 
cent off. Double strength A, all brackets, 
85 per cent off. Double strength B, all 
brackets, 87 per cent off. Putty in 100-Ib. 
kits, $3.65; commercial putty, $3.60; gla- 
ziers’ points, Nos. 1, 2 and 3, one doz 
packages, 65c. 


Hammers.— The demand remains 
steady and the volume of sales is good. 
There are no price changes reported. 
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We quote from jobbers’ stocks, f.o.b. 


Chicago: No. 11%, first quality nail ham- 
mers, $12 per doz.; Competitive forged nail 
hammers, $6 to $9 per doz.; cast steel 


hammers, $4 per doz, 

Hatchets.—The demand is steadily 
better and is especially good on the 
popular priced goods. No recent change 


in prices. 
We quote from jobbers’ stocks, f.0.b. 
Chicago: Size 2, extra quality broad 


tchets, $16 doz.; Competitive grade, $12 
see’ warranted shingling hatchets, $12 
doz.: Competitive forged shingling hatchets, 


$8 doz ‘ 
Handles.—Prices on_ this 


Hickory 
market are exceptionally favorable, 


which insures a continuance of the un- 
usually good demand. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special white 
growth second hickory, $4.50 doz.; No. 1 
hatchet and hammer handles, 80c. doz.; 
second growth hickory hatchet and ham- 
mer handles, $1.20 doz. 


Ice Skates.—Considerable business is 
being done on orders at the following 


prices: 
We quote from jobbers’ stocks, f.o.b. 
Chicago: Key clamp rocker, men’s and 


boys’ bright finish, 70c. per pair; key clamp 
hockey, $1.03 per pair; half key clamp 
hockey, women’s and girls’, 96c. per pair; 
half key clamp hockey, women’s and girls’, 
$1.26 per pair. 


Nails.—Galvanized roofing -nails are 
very scarce. Sales are holding up 
steadily and are exceedingly good for 
this time of year. While stocks of 
plain wire nails are in good condition 
now, a shortage may develop if the 
mills are forced to decrease their ac- 
tivity. Nothing new has been reported 
in the price situation. 


We quote from jobbers’ stocks, f.o.b. 
ea Common wire nails, $3.10 per keg 
ase. 


Oil Stoves.—Sales have been remark- 
able. The number of oil stoves being 
used the year round is increasing, and 
fall sales should be very good. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 2-burner, less shelf, $10.85 each; 
3-burner, less shelf, $14.25 each; 4-burner, 
less shelf, $18 each; 2-burner shelf, $3.50 
each; 3-burner shelf, $4.25 each; 4-burner 
shelf, $5 each. 


Ovens.—Portable ovens for oil and 
gas stoves have been in exceptionally 
heavy demand. Stocks are in good con- 
dition. 

Paints and Oil.—Many dealers are 
filling in their stocks of mixed paints 
for fall sales. Linseed oil reduced one 
cent per gal. Turpentine reduced four 
cents per gal. 


We quote from jobbers’ stocks. f.o.b. 
Chicago: Raw linseed oil, 1 to 4 barrels, 
$1.02 per gal.; boiler linseed oil, 1 to 4 


e 


barrels, $1.04 per gal.; raw linseed oil, 5 
barrels or more 97c. per gal.; boiled 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, Aug. 12. 
ae demand for hardware in general 
~ continues satisfactory in this ter- 
ritory. Jobbing houses, practically 
without exception, report sales so far 
this month exceeding expectations. In 
the shelf hardware market buying by 
the retail trade is of a hand to mouth 
character, but a tremendous number of 
individual orders are passing each day, 
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linseed oil, 5 barrels or more, 99c. 
per gal. less 1 per cent ten days. 
Turpentine, $1.36 per gal. (in barrels) ; 
Denatured alcohol in barrels, 40c. per 
gal.; strictly pure white lead, 100 Ib. 
kegs, 12%6c. per lb.; 50 Ib. kegs, 12%c. per 
lb.; dry paste in barrels, 6c. per lb.; pure 
white shellac, 4 lb. goods in gal. cans, 
$4.75 per gal.; pure orange shellac, 4 Ib. 
goods in gallon cans, $4.25 per gal.; Eng- 
lish venetian red, in barrels, $3.50 and $6.75 
per cwt. 

Radio.—Sales are showing improve- 
ment indicating a heavy demand as 
soon as cool weather starts in. Job- 
bers are building up their stocks, be- 
lieving that a very great demand will 


start in September. 


Roofing.—Sales have been very satis- 
factory and are steadily improving. 
There should be a heavy demand this 
fall. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Best grade slate surfaced pre- 
pared roofing, $1.85 per square; Best Talc 
surfaced, $2.25 per square; Medium Talc 
surfaced, $1.60 per square; Light Tale sur- 
faced, 90c. per square. e ; 

Rope.—Sales are quite active and 


prices firm and unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila _ rope, 
standard brands, 17%c. to 18%c. per Ib.; 


No. 2 manila rope, 16c. to 16%c. per Ib. 
base; so-called hardware grade manila 
rope, 12%c. Ib.; No. 1 sisal rope, highest 
quality standard brands, 14%c. to 15%c. 
per Ib. base; No. 2 sisal rope, standard 
brands, 13c. to 14c. per Ib. base. 7 
Sash Cord.—Sales continue to be in 
large volume at the advanced prices. 


We quote from jobbers’ stocks. f.o.b. 
Chicago: No. 7 sash cord, standard brands, 
$8.50 doz. hanks; No. 8 sash cord, standard 


brands, $9.80 doz. hanks. 

Sash Weights.—The volume of orders 
is ahead of the supply, and advances 
are expected. 


We quote from jobbers’ stocks, 
Chicago: Sash weights, per ton, $38. 


Screws.—The new lists were printed 
in HARDWARE AGE July 6. They show 
advances on smaller sizes and reduc- 
tions on larger sizes. Sales are very 
good. The new discounts from the new 
lists are below: 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screws, 81-20 per 
cent new list; round head blued, 77%4-20-5 
per cent new list; flat head brass, 75-20-5 
per cent new list; round head brass, 724%4- 
20-5 per cent new list; japanned, 72%- 
20-5 per cent new list. 

Solder and Babbitt Metal.—Sales vol- 
ume is good and market is still high, 
both on lead and tin. 

We quote from jobbers’ stocks. f.o.b. 
Chicago: Warranted 50-50 solder, $23 per 
100 lb.; medium 45-55 solder, $22 per 100 
Ib.; tinners 40-60 solder, $21 per 100 Ib.; 
high speed babbitt metal, $18 per 100 Ib.; 
ne No. 4 babbitt metal, $8.50 per 100 


f.o.b. 








Sporting Goods.—Dealers are placing 
their orders early this season for their 
requirements for foot balls and other 
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so that the aggregate volume of turn- 
over shows no decrease. Mill supply 
jobbers are getting better sized orders 
than heretofore and over-the-counter 
sales of merchandise of this nature are 
remarkably good. In heavy hardware 
there is a slow but steady expansion of 
business passing. 

As for prices, the general tendency is 
still upward, but in the shelf hardware 
market there are signs of weakness 
here and there, yet not of sufficient im- 
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fall sporting goods. It is not felt that 
the average retailer has sufficient stock 
to meet the early fall demand. There 
is a growing tendency for camp outfits 
and tourists’ outfits and the camp stove 
business is showing a large increase 
this season. The sales will continue 
until cold weather. 

Steel Goods.—Sales of hay and header 
forks are heavy, and stocks are getting 
low. Some jobbers are temporarily out 
of a few leading items. 

Steel Sheets—Mills are very busy 
and prices are strong. Good orders for 
stock sizes can obtain figures somewhat 
below the general market figures, which 
follow: 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 28 gage galvanized sheets, $5.45 
per 100 lb., 28 gage black sheets, $4.45 per 
100 Ib. 

Stove Pipe and Elbows.—Shipments 
have been made to the trade in liberal 
volume on early fall orders. Prices 
were recently advanced about 5 per 
cent. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $9.75; 30 gage, 
$11.25; 28 gage, $13: 26 gage, $15; 6-in. 


elbows, 30 gage, $1.15; 28 gage, $1.30; 26 
gage, $1.55 per doz. 

Washing Machines.—Sales continue 
to show an improvement every month 
this year. Production is on a large 


scale. 


Wire Goods.—Pusiness on all of these 
lines is very satisfactory. Most of the 
business on these lines is of a pick-up 
nature during the summer months, but 
galvanized wire is hard to obtain. The 
demand for barb and cattle wire prom- 
ises to be heavy this fall. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire, $2.85 
per 100 lb.; galvanized barb wire, $3.75 per 
100 lb.; catch weight spool galvanized cat- 
tle wire, $3.75 per 100 lb.; 80-rod spool 
galvanized hog wire, $3.27 per spool; No. 8 
galvanized plain wire, $3.35 per 100 Ib. 


Wrenches.—Sales continue normal 
and the volume is considered good. 


We quote from jobbers’ stocks, f.o.b 
Chicago: Agricultural wrenches, 60-10 per 
cent; engineers’ wrenches, 40 per cent; 


knife handles, 50-10 per cent 

Wringers.—Sales continue to be good. 
Prevailing quotations are 50 cents off 
Lovell’s lists. 


Continental Co. Announces 
Reductions 


The Continental Co., Detroit, Mich., 
announces a reduction in the prices of 
its Continental Fresh Air Window Ven- 
tilators, effective Aug. 10, 1922. The 
various sizes are now designated by a 
new set of numbers. 


portance to have much influence. Dur- 
ing the past two weeks more talk in 
wholesale circles has been directed to 
prices than to volume of business. 
Summed up, it is divided into two 
phases. On one hand there is a belief 
that the upward tendency is temporary 
in shelf hardware, and on the other 
hand the trade cannot see where values 
can be lower for some time. The be- 
lievers in lower prices are in the minor- 
ity. For heavy hardware and mill sup- 
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ply hardware, sentiment in general is 
quite bullish on values. 

In other words, the wholesale hard- 
ware trade, as a rule, is apprehensive 
regarding not only prices but supplies. 
The coal strike has extended far be- 
yond the time that industry anticipated. 
The fuel supply has become really seri- 
ous, and presumably would not’ be 
remedied within thirty days if every 
coal miner in the country should re- 
turn to work to-morrow morning. 
Here in New England some hardware 
producers have sufficient fuel to fill re- 
quirements for the balance of 1922. 
The great majority, however, are less 
fortunate. The railroad strike ap- 
parently is growing more serious each 
week, more so, in fact, than the daily 
newspapers make out. The wholesale 
hardware trade in this territory is be- 
ginning to wonder if it is going to be 
possible to get everything needed this 
fall and winter. 


Hardware manufacturers are not 
saying a great deal about conditions, 
but where they can they are working 
their utmost to produce everything pos- 
sible. New England fuel administra- 
tors are telling the public they will 
have to learn how to burn bituminous 
coal this fall and winter. That means 
that just so much soft coal will be taken 
away from industry, for manufacturing 
plants will come after public utilities 
and homes when it comes to coal, say 
hardware jobbers here. 

Apprehension apparently has not hit 
the retail hardware dealer, or at least 
the average order received by the gen- 
eral run of jobbing houses does not 
suggest so. As for transportation, 
most everybody is willing to admit that 
New England is geographically situated 
so it can do a tremendous amount of 
business with trucks even with much 
snow on the ground. It can on a pinch 
get along with the automobile, but to 
get along without coal is another ques- 
tion. 

Blankets. — Those retail hardware 
dealers who usually place their orders 
for blankets have done so, but the little 
retail dealer apparently is not ready to 
give much thought to the subject. 
New prices have been named and manu- 
facturers say there is little likelihood 
of any reduction until next season, or 
1923. It is pointed out that wool and 
other raw materials are tending up- 
ward rather than downward. While it 
is true that blanket makers are well 
provided with such materials, the re- 
placement value of such has a great 
deal to do with ruling prices for fin- 
ished product. 


from Boston jobbers’ stocks: 


We quote 
$1.45 to $1.75 


Blankets, horse, kersey stable, 
each; lined burlap, 76-in., $1.80 to $2.20 
each; 80-in., $1.85 to $2.30 each; 84-in., $2.40 
each; street blankets, 76 x 80 in., $1.75 
each; 80 x 84 in., $2 each; 84 x 90 in., 
$2.40 to $5 each. 

Bolts and Nuts.—Bolts and nuts are 
moving out of local stocks in reason- 
able quantities, and the market is re- 
ported as very firm. Local stocks are 
in fairly good condition, but if the mills, 
as is hinted, cannot get steel, the sup- 
ply situation might easily work itself 
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into a tight position. As a matter of 
fact, many of the important bolt and 
jnut mills are not anxious to take on 
‘new business until they know more defi- 
nitely where they stand on fuel. Going 
business, say the jobbers, covers the 
general line of goods, and individual or- 
ders, if anything, have a tendency to 
increase in so far as large consumers 
are concerned. 

We quote from Boston jobbers’ stccks: 
Machine bolts with H P nuts, *% x 4-in., 
smaller and shorter cut threads, 50 per cent 
discount; larger and longer, 45 per cent 
discount; with C T D nuts, 45 per cent 
discount; tap bolts, 10 per cent discount; 
add 10 per cent discount for hexagon heads; 
common carriage bolts, 45 per cent dis- 
count; Eagle carriage bolts, 60 per cent 
discount; stove bolts, 75 per cent discount; 
bolt ends, 50 per cent discount; tire bolts, 
50 per cent discount. 

Nuts, H P, all kinds, 2\%c. off list; CPC 
and T, all kinds, 2%c.; check nuts, 1c. off 
list; semi-finished hexagon nuts, 9/16-in. 
and smaller, 75 per cent discount; larger, 
65 and 10 per cent discount; finished case 
hardened nuts, 60 and 10 per cent discount; 
machine screws, nuts, iron, list; machine 
screws, nuts, brass, 25 per cent discount. 


Bottles.—Vacuum bottles in some in- 
stances, are being put out at very at- 
tractive prices. For instance, cor- 
rugated nickel pints are offered at 
$1.15, and quarts at $1.65, while green 
pints are available at $1.18, and quarts 
at $1.95, with the usual discount of 25 
and 10 per cent. In another instance 
bottles are quoted 40 off the list, this 
offer holding until Sept. 1. The retail 
trade, however, is moving slowly and is 
endeavoring to dispose of stocks on 
hand. This being the vacation season, 
and there being more owners of auto- 
mobiles in New England than ever be- 
fore, the retail trade is hoping to make 
a clean-up. 

Compass and Dividers.—It cannot be 
said that manufacturers of these arti- 
cles have not discounted the business 
depression. Makes formerly selling at 
$4 the dozen are now available at $2, 
and therefore have become a 25 cent 
article for the retail dealer. Public 
schools in general will reopon in about 
a month, and many children will need a 
compass, provided the city, or town 
does not provide them free. 


Cooking Ware (Glass).—Jobbers have 
considerable business on their books for 
shipment later in the year. 


We quote from Boston jobbers’ stocks: 

Casseroles.—Round, deep, 1-qt., $1.50 
each, 11%4-qt., $1.75; round, shallow. 1-qt., 
$1.50, 11%4-qt., $1.75; round, individual. 8-oz., 
70c.; round, standard, 1-qt., $1.50, 1%-qt., 
$1.75; oval, shallow, beefsteak, 1-qt., $1.50, 
1%-qt., $1.75; oval, standard, 1-qt., $1.50: 
1%-qt., $ 

Pudding dishes. —Round, 
standard, 1-ut, 85c. each. 
$1.20; oval, shallow 
l1-qt., 85ce. each. 1%-qt., 

Baking dishes.- Oval. shallow, 9-oz., 40c. 
each; 12%-o0z., 55¢c.; 18%-0z., 60c. Indi- 
vidual pie dish, round, 6-0z., 25c. each; 
8-o0z , 30c.: 12-0z., 40c. 

Pans.—Bread, 9c. and $1.50 each; bis- 
cuit, &5¢c. and $1.25; cake, round, 7Tic., 
square. $1 and $1.50. 

Pie plates..-Narrow rim. 75c. 
each: wide flange, 50c. to $1.10. 

Custard pe et 4-02z., 20c 
6-0z., 25c.; oval, 5-oz., 30c.; 
4-02., 20c.: 6- -02., 25e. 

Bean pots.—Round, Si. 
each 

Terms.—Jobbers’ 
off list. 


Cutlery.—Pocket knives offer, per- 
haps, the most interesting phase of the 
cutlery market. Jobbers report a good 
steady demand for such articles, which 


1.75 

deep and round, 

1%-qt., $1, 2-qt., 

and oval, standard, 
$1, 2-qt., $1.20. 


and 90c. 


each; 
French pattern, 
$1.75 and $2.50 


terms are 33%4 per cent 
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is growing better all the time. The 
average retail hardware dealer, how- 
ever, is buying in a_ conservative 
manner, presumably because he be- 
lieves or hopes prices will be lower, 
The domestic pocket knife maker is 
giving his overseas competitor a run 
for his money, both in the quality of 
and prices for the finished product, 
American made small one-blade jack- 
knives are now available at 75 cents 
per dozen, and with chain at $1.25, 
while imitation shell handle two-blade 
knives with chain are offered here at 
$2, and penknives, with assorted han- 
dles, two-blades, at the same price. 
The retail dealer, or, in fact, anybody 
cannot find a better trade in any im- 
ported knife for the money. 


We Quote from Boston jobbers’ stocks: 

Carvers.—Landers, Frary and Clark line, 
ivory beef, $3 to $6 per set; ivory breakfast 
or game, $3 to $6; ivory bird, $2.20 to $3.50. 
Universal stag beef, $2.35 to $5.35, others 
as high as $16 per set; stag breakfast or 
game, $2.75 to $8.50, stag bird, $1.70 to 
$3.25. Universal resistain, beef, $4.75 to 
$7.75. 

Kitchen Knives. — Landers, 
Clark line, No, 190 A, $1 per doz.; No. 230, 
$1.60; No. 331, $2; No. 1034, 90c. Kitchen 
knife assortments, No. 333A, $2 per doz. 
Cooks’ forks, No. 203, $3.25 per doz. Cooks’ 
knives, No. 3191-3, $5 per doz. Kitchen 
slicers, No. 2014, $4.75 per doz. Butchers 
knives, No. 6, $2.45 per doz.; No. 8, $3.70; 
No. 10, $5.75. Sticking knives, No. 210-6, 
$2.50 per doz. Boning knives, No. 200-5, 
$2.15 per doz. Skinning knives, No. 200- 
4%, $2.50 per doz. 

Paring Knives.—Universal resisting, 
2300A, $2 per doz.; No. 3250, $2.75 per 
Scissors and Shears. — Heinish 
has cy trimmers, Japanned, No. 311, 

$11.80 per dozen;: 6-in., $12. 60; 6%-in., 
313. 40; 7-in., $14.85; 8-in., set 75; 814-in., 
$16.55; 9-in., $20.75; 10- *. | aw: 30. Straight 
trimmers, nickeled, No. 5%-in., $14.05 
per dozen, 6-in., 14 de eign My $15.90: 7-in., 
$16.95; 7%4-in., $17.80: 8-in., £18 65; 8%-in., 
$19.70; 9-in., $23.35; 10-in., $28.85. Ladies’ 
scissors, Japanned, No. 511, 44-in., $995 
per doz.: 5-in., $10.35; 514-in.. $10.65: 6-in., 
$11.30; 6%-in., $12.10; 7-in., $12.75. Ladies’ 
scissors, nickeled, No 512. 4%-in.. $11.65 ner 
doz., 5-in., $12.10; 5%-in., $1245; 6-'n., 
$13.25: 6%4-in., $14.20; 7-in., $14.85. Dis- 
count, 33% per cent. 

Table Cutlery.—Universal line, No. V%3, 
medium knives and forks. $5.25 per doz.; 
dessert knives and forks, $5. Nubian ivory 
knives and forks, medium, $4.65; dessert, 
$4.35. Individual steak knives, No. °'2 °? 
No. V712. $7. Solid steel knives with fat 
wear forks, nickel plated medium, No. 129, 
$13.80 per gross; No, 121, $14.40: No. 123, 
$14.40: No. 1241, $15.60: No 19A1) $15 9; 
No, 1981, $15 60. Create knives, No. 
245. $2 per doz.; No. 3450, $4. 


Drills.—Drills stndbans to move out 
of local stocks in a satisfactory man- 
ner. The demand is spread out well 
over a long list of makes and kinds, 
and prices apparently are very strong. 
The market therefore appears to be in 
a healthy condition. Reamers also are 
selling well, although not perhaps as 
well as they did during the first twelve 
days of July. Values on such goods 
have lost all of the uncertainty which 
was svecially noticeable only a month 
or two ago. Government — surplus 
stocks are reported as well absorbed, 
thus an unhealthy factor has been re- 
moved from the situation. 


We quote frem Boston jobbers’ stocks: 

Drills. — Carbon, sizes up to _ 1%-in., 
tapered and straight shank, 70 and 19 per 
cert discount: bit stock drills. 60 and 5 per 
cent discount; center drills, 65 and 5 per 
cent discount; drills and countersinks com- 
bined, 30 per cent discount: ratchet drills 
25 per cent discount; wood boring brace 
bits, 50 per cent discount; high speed drills. 
50 and 10 per cent discount; jobbers, letter 
and number sizes, 50, 10 and 5 per cent 
discount, 

Reamers.—Bit stock, 


Frary and 


No. 
doz. 
line, 

5b 


30 per cent dis- 
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count; bright square and T S standard 
makes, 65 per cent discount; chucking, 25 
per cent discount; tapered pins, 40 per cent 
discount; escutcheon pins, | per cent dis- 
an 


count; small fluted rose socket ream- 


ers, 20 per cent discount. 


Electrical Goods.—The 
electrical goods is more 
it was a short time back. Retail deal- 
ers evidently are having better luck 
with appliances, for the nature of in- 
coming orders certainly suggests im- 
mediate needs. Up to date there has 
been comparatively little forward buy- 
ing for the holiday trade. Jobbers 
look for such buying next month, how- 
ever. 

We quote from Boston jobbers’ stocks: 

lrons.—Hotpoint, 30 per cent discount, 
Damanco, in lots of five or more, $3.35 
each; in lots of less than five, $3.50 each: 
Sheldon, $3.25 net each; Universal nickel 

od, No. 901, $7.50 each; No. 902, $6.75; 
No. 905, $6.75; No. 708, $8.75; No. 9021, 
$6.50: No. 9023, $6.25; No. 9051, $8. Dis- 
ecunt, 30 per cent; 12 pieces or more, 30-5 
per cent, 24 pieces or more, 30-7% per cent. 

Heaters.—Hotpoint, 30 per cent discount. 
Universal, No. 9952, sunburst type, $11.50 
list; discount, 30 per cent. 

Percolators.—Coffee, University, No. 91646 
nickel, $22; copper, $23.50; silver, $26.50 
each; No. 9169, nickel, $24.50; copper, $26; 
silver, $29; No, 159, $2.50 each net. Dis- 
count, 80 per cent; 12 pieces or more, 50-5; 
24 pieces or more, 30-7% per cent. 

Toasters.—Universal, nickel, No. 945, 
$7.50 each; No. 946, $6.75. Discount same 
as on other goods. Reverso, $5.75 net each; 
Star, $3.76 net each. 

Grills.—Universal, nickel, No. 984, $12.59 
each; No. 982, $11.50. Discounts same as 
on other goods, 


Heat-Pads.—Universal, nickel, No. 9940. 
$10.75 each. Discounts same as on other 
goods. 


Curling ltrons.—Universal, nickel, No. 
9901, $6.25 each; No, 99011, $6.75. Discounts 
Same as on other goods. 


Ranges.—Two burners, 
oven, No. 9688, $31.50. 
cent, 


Thermax Line.—Curling iron, $36 per 
doz.: household irons, $40; toasters, $40; 
heating pads, $40 and $60; percolator, $60: 
disc stove, $69; radiator, $72; grill, $80; 
waffle iron, $97. 

Firearms.—The Page-Lewis Arms 
Co., Chicopee Falls, Mass., has issued 
a new price list on its models A, B, C 
and D guns, which shows a general re- 
duction The Model A is now priced 
to retail at $4.75, the B at $6.10 and 
the C at $7.50, including tax. 


Gas Mantles—Although a_ small 
item, many retail hardware dealers 
are making quite a little money in 
gas mantles. A tremendous number 
of these mantles are consumed every 
year and the trade finds they work in 
all right, especially where gas or elec- 
tric lamps are sold. 


We quote from Boston jobbers’ stocks: 

Gas Mantles.— Full vaiue, 7c. each: 
Comet, 19c. each; Guaranteed, 16c. each; 
No. 1, assortment of fifty mantles, $5. 


market for 
active than 


with grill and 
Discount, 30 per 


Handles.—Business in hay fork, hoe 
and rake handles naturally has passed, 
Say the jobbers, but some fairly good 
orders for axe handles are beginning 
to appear. Granting that coal will be 
short this winter, and that home con- 
sumption of wood will be greater than 
ever, axe handles ought to sell well 
this fall. 

_Heaters.—Little has developed in the 
oil heater market. Some members of 
the retail trade have placed business 
for fall delivery, but a majority have 
not. Two winters ago many of the re- 
tail dealers had excess heater supplies, 
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but these were materially reduced in 
most instances last season. For that 
reason the jobbing trade anticipates a 
good business in 1922, especially in 
view of the fuel situation. 

We quote from Boston jobbers’ stccks: 

Oil eHeaters.— National Enameling & 
Stamping line, No. 016, steel reservoir, $5.39 
each; No, 1600, brass reservoir, $6.35. 

Hockey Sticks.—Although a little 
early in the season, some interest is 
being shown in hockey sticks. Prices, 
contrasted with last year, are a little 
cheaper, and the chances are, accord- 
ing to jobbers, they will not change 
during the balance of 1922. Retail 
dealers, generally speaking, cleaned up 
well last winter on this class of mer- 
chandise. 

We quote from Boston jobbers’ stocks: 

Hockey Sticks.—Popular selling numbers, 
boys’, ash, $3.60 per dozen; mens’, rock 
elm, $7.75 per dozen; special high-grade, 
$13.50 per dozen. 

Ice Skates.—While the usual amount 
of prospective interest is taken in ice 
skates, the rank and file of the retail 
trade is slow in actually placing or- 
ders. To be sure, those firms that 
usually place their business early have 
done so, but the trade in general pre- 
sumably will not be ready to buy until 
after Labor Day. 


We quote from Boston jobbers’ stocks: 


Ice Skates.—Boys’ key clamp skates, 75c. 
per pair and upward. Girls’ key clamp 
strap heel skates, $1 per pair and upward. 

Outfit—Welt shoes, hardened skates, 
boys’ and girls’, $4.35 per outfit and up- 
ward. 

Iron and Steel.—The market for iron 
and steel is very strong. Some of the 
jobbers are asking and getting 3 cents 
for merchant bars and slightly better 
for small lots of concrete bars, which 
are growing scarcer every day. Two 
out of every three jobbers, however, 
are sticking to 2.75% cents on.merchant 
bars, stocks of which are in fairly good 
condition. Steel bands are running 
short and the market for same is quite 
stiff. The general demand for iron and 
steel is slowly yet surely increasing, 
and better at the moment than at any 
previous time in more than a year. 

We quote from Boston jobbers’ stocks: 

lron.—Refined, $2.75% per 100 Ib. base; 
best refined iron, $4.25; Wayne iron, $5.50; 
Norway iron, $6 to $6.50. 

Steel.—Soft steel bars, $2.75%4 per 100 Ib. 
base; flats, $3.40%; concrete bars, plain, 
stock lengths, $2.90; angles, channels and 
beams, $2.751%4; tire steel, $4.15 to $4.50; 
open-hearth spring steel, $4.50 and $6; steel 
bands, $3.90; steel hoops, $4.40; cold rolled 
steel, $3.50 to $4: toe calk steel, $6. 

Nails——No new developments are 
noted in the nail market. Jobbers re- 
main well supplied with both wire and 
cut stock, and while sentiment is firmer, 
no change in prices has been made. 
The demand is fair, being steady and 
in small individual lots. 
from jobbers’ siocks: 
per keg from the store, $5.25 
base, f.o.b. Boston; direct from mill ship- 
ments, in car lots, per keg base; 
in less than car lots, $2 per keg base: 
cut nails, $3.90 per keg galvanized 
cut nails, $750 base. Cement coated nails, 
$2.75 per kee base 

Rivets.—In one or two cases, jobbers 
cannot see an improvement in the move- 
ment of rivets out of stock. A major- 
ity of the trade, however, are enjoy- 
ing better business. Prices are termed 
firm by everybody, and common talk 
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is they are more likely to advance than 
to decline. 

We quote from Boston jobbers’ stocks: 

Rivets.—Structural, button head, 2 to 5- 
in. long, %-in. and larger, $4 per keg; %- 
in. and 11/16-in., $4.15; 14-in., $4.50; 1 to 2- 
in. long, %-in. and larger, $4.75; %-in. and 
11/16-in., $4.40; %-in., $4.75. Cone head, 
boiler quality, 2 to 5-in. long, %-in. and 
larger, $4.10; %-in. and 11/16-in., $4.25; 
%-in., $4.60; 1 to 2-in. long, %-in. and 
larger, $4.35; %-in. and 11/16-in., $4.50; 
%-in., $4.85. Iron rivets, small, 60 per cent 
discount. 

Roofing Paper.—The demand for 
roofing papers and prepared shingles 
holds up remarkably well. The success 
some retail dealers are having with this 
class of merchandise is quite remark- 
able. Collectively the New England 
hardware trade so far this year has sold 
a far greater tonnage of paper than 
in any recent year. 


Rules and Levels.—Continued en- 
couraging reports are given out on 
rules and levels, The demand is run- 
ning well in excess of that last year, 
and in so far as can be learned there 
is every reason to expect continued good 
business. Prices are called strong, with 
the tendency, if anything, toward a 
higher level. 

We quote from Boston jobbers’ stccks: 

Levels.—Stanley Rule & Level Co. line, 
No. 44, bit, 36c. each; No. 41 pocket, $1.61 
per dozen; No. 31, 2%-in., hexagon, 34c. 
each; No. 39%, mechanics, 60c. each; No. 
36, 12-in., metallic, $1.75 each. 


Screws.—Cap and set screws have 
been advanced 5 per cent to 65 and 5 
per cent discount. The demand for 
both articles is very good, and machine 
screws and coach screws are having a 
good call. Manufacturers of wood 
screws are operating plants on a much 
better schedule than six months ago, 
due to a recovery from the depression 
in this particular industry. 

We quote from Boston jobbers’ stocks: 

Wood Screws.—Iron, bright, flat, 80 and 
5 per cent discount print; flat head, blued, 
80 and 5 plus 5 per cent discount; round 
head blued, 77% and 5 per cent discount; 
iflat head brass, 75 and 5 per cent discount; 
round head brass, 72% and 5 per cent dis- 
count; round head nickel, 67% and 5 per 
cent discount; flat head galvanized, 65 and 
5 per cent discount. 

Machine Screws, etc.—Coach screws, 50 
and 10 per cent discount; set screws, in- 
cluding headless, 70 per cent discount; cap 
screws, square and hexagon, 70 per cent 
discount; fillister, 40 and 10 per cent dis- 
count; flat, 30 per cent discount; button 
head, 20 per cent discount; lag screws, 5¢ 
per cent discount; iron madhine screws, 
flat and round head, 70 per cent discount: 
fillister, 45 per cent discount; flat and roun& 
head brass, 40 per cent discount; fillister, 
35 per cent discount. 

Sheets.—The market on sheets holds 
strong, being stimulated by a good de- 
mand and prospects of curtailed de- 
liveries by the makers. The recent ad- 
vance in blue annealed sheets has in- 
creased rather than hurt business. 

We 
Sheets, 


Ih.: No. 
$5.90. 


from Boston jobbers’ stocks: 
10 blue annealed, $3.99 per 100 
black, $4.90; No. 28 galvanized, 


quote 
No 
28, 


Washers.—The demand fc washers 
is fair, but the market is very firm due 
to the attitude taken by producers, who 
say, in some instances, they may be 
forced to close on account of the fuel 
and transportation situations. 

We 


Cast 


quote from 
washers, 
per lb.: larger, 

200-Ib. kegs, list 
leable washers, 


Boston jobbers’ stocks: 
5-in. and smaller, 5%« 
4%c. per Ib.; cut washers, 

less $4.50 per keg; mal- 
l5c. per Ib, 





HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Aug. 12. 
a geet and increasingly larger re- 
striction in output of iron and steel 
of all kinds is going on as a result of 
the coal and railroad strikes, and local- 
ly the opinion is that both strikes are 
going to be fought out to a finish by 
the coal and railroad interests. Presi- 
dent John L. Lewis of the United Mine 
Workers finally succeeded in getting 
some of the large coal operators to 
attend a meeting in Cleveland that was 
originally scheduled to start on Tues- 
day, Aug. 8, but so few operators were 
present that the meeting was ad- 
journed until the next day. So far as 
Pittsburgh coal operators are  con- 
cerned, they are not represented at the 
Cleveland meeting, will not be repre- 
sented, and will not be governed by 
any action that may be taken at it. 

There is nothing new to report in 
regard to the railroad strike. Officials 
of local railroads say they are gradu- 
ally increasing the number of men at 
work in the shops, both by getting new 
men to replace the strikers, and also 
by the return of men that went out on 
strike. 

In the meantime, the shortage in 
supply of coal, together with the con- 
gested condition of the railroads, is 
forcing iron and steel plants at a rapid 
rate to either suspend operations en- 
tirely or partially. Since our last re- 
port, no less than a dozen or more blast 
furnaces have shut down, some. steel 
plants are off, also finishing mills both 
in the Pittsburgh and Youngstown dis- 
tricts. From an average operation of 
75 to 80 per cent a month ago, the stee! 
industry is operating now to only 
about 60 per cent, and this rate is 
being reduced every day that the strike 
goes on. The Carnegie Steel Co. is 
centering its operations so far as it 
can in the Pittsburgh district, closing 
down blast furnaces, steel works and 
finishing mills in other nearby districts 
where it is harder to get coal than in 
this district. This company has just 
closed its Farrell, Pa., steel works and 
blast furnaces, one of the largest 
plants owned by the company. 

As showing how the output of steel 
is being cut down by the coal and rail- 
road strikes, we note that the output 
of steel ingots in July was 113,700 tons, 
a considerable falling off as compared 
with June, and it is certain that Au- 
gust will show a large falling off as 
compared with July. 

Higher prices for coal and coke have 
caused a rise in pig iron prices, and 
this has been followed by higher prices 
on semi-finished steel such as billets, 
sheet bars and slabs; this in turn means 
higher prices for finished steel prod- 
ucts, and in the past week soft steel 
bars have gone squarely to 1.80 cents 
minimum, and are very hard to obtain. 
Some independent mills that make soft 
steel bars are quoting all the way from 
2 cents to 2.15 cents, and have few to 
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sell. Railroad spikes are up from $2 
to $3 per ton, track bolts are higher, 
and pig iron is up from $1 to $2 per 
ton in nearly all markets. The steel 
mills are not pushing the market to 
make sales, as they are running light, 
have plenty of orders on their books 
for the next several months, and be- 
yond that period are not anxious to sell 
owing to the uncertainty of future 
costs. If the coal and railroad strikes 
go on much longer, a famine in the 
supply of finished steels of practically 
all kinds is certain. 

In the hardware trade, jobbers and 
retailers report their trade fairly satis- 
factory when present unsatisfactory 
conditions are considered. In this dis- 
trict, retailers of hardware located in 
the coal strike zone have naturally suf- 
fered a falling off in their sales, but 
they have not been buying a dollar’s 
worth more goods for nearly three 
months than they had to, so that their 
stocks are very low, and they will be 
liberal buyers just as soon as the coal 
strike is ended. Local jobbers report 
that shipments on some lines of goods 
are slow due to the railroad strike, and 
they are urging their customers to get 
orders in as early as they can for fall 
and winter goods. Already a shortage 
in supply of stove pipe and elbows is 
looming up, due to the fact that the 
sheet mills are not getting out their 
quota of sheets. These goods are 
among those that jobbers say should 
be ordered as early as possible. 

On Tuesday, Aug. 8, the Jones & 
Laughlin Steel Co. of this city ad- 
vanced its price on soft steel bars to 2 
cents at mill, and is selling only to 
regular customers. There is a short- 
age in supply, and this is also true of 
the smaller sizes of black and galvan- 
ized pipe. All indications now point 
to a greater scarcity in supply of steel 
goods, and also to higher prices. 

Ammunition.—Local jobbers placed 
liberal orders with the makers some 
time ago, and as a result have good 
stocks on hand from which ‘they can 
fill orders from retailers promptly. 
So far, local retailers have been a little 
slow in covering their fall needs, and 
jobbers suggest they should get their 
orders in as soon as possible. Prices 
are a little lower on some lines than 
at this time last year. 

Automobile Accessories.—The con- 
tinued reductions in prices of motor 
cars have not affected prices on acces- 
sories, which are reported by local 
dealers to be quite firm, with demand 
very active. The Miller Rubber Co., 
Akron, Ohio, announces under date of 
Aug. 7, a reduction in prices on Miller 
tires and tubes, which the company 
states are lower now than the pre-war 
prices. 


Local jobbers quote from stocks. f.o.b. 


Pittsburgh, as follows: Millers Falls No. 
145 jacks, $4.75. Reliable jacks, No. 1, 
$2.33. No. 2, $3.33, in lots of 12; Derf spark 
plugs, 96c. each for all sizes in lots less 
than 50; Champion X spark plugs, 45c. 
each for less than 100 and 43c. each for 
over 100; Champion regular, 53c. each for 
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ng than 100, all sizes 50c. each for over 

Axes.—Present prices on axes are 
good until Oct. 1 next, and as yet the 
makers have not announced the new 
prices for the fall and winter season. 
The trade here is looking for a read- 
justment in present prices, with pos- 
sibly some slight reductions on some 
of the cheaper grades. The demand 
for axes for some time has been only 
fairly heavy. Stocks of jobbers are 
not heavy, but the Government con- 
tinues to offer large quantities of army 
axes at low prices, and this is disturb- 
ing the domestic market to some ex- 
tent. Jobbers are placing orders for 
fall delivery in fair volume and are 
quoting from stocks to the retail trade 
as follows: 


Handle axes, 3%-lb. to 4%-lb., $20.8) 
doz.; 4-lb. to 5-lb., $21.40; 344-lb. to 4%-lb. 
No. 1, oval handles, $13.50; Miners, pol- 
ished and blued, 3%-lb. to 4-Ib. No. 1, oval 
handles, $10.90. Unhandled axes, 3%-lb. to 
4%-lb., $11.50; D. B. Mich., 3%-lIb. to 4%- 
lb., $16.30; D. B. Mich., 4-Ib. to 5-lb., $16.90. 


Baseballs.—Prices have been an- 
nounced on National League and 
American League baseballs for next 
year, which are practically the same 
as for this year. Local jobbers continue 
to quote big league baseballs at $16 
per doz., and minor league at $12 per 
doz. from stock. 


Bolts and Nuts.—Prices are stronger 
due to the scarcity in steel supply, 
and some makers who were not strictly 
observing regular prices, are now re- 
ported to be either out of the market, 
or are quoting regular discounts, and 
refusing to shade them. Most large 
users -and jobbers are covered over 
their third quarter needs, but are not 
getting full shipments from the mak- 
ers on their contracts. Orders from 
the automobile makers and car repair 
shops are heavy and urgent. Prices 
are reported as being very firm. 
Prices in large lots f.o.b. at makers’ 
works, Pittsburgh, are as follows: 


Machine bolts, small, rolled threads, 60, 
10 and 10 per cent off list; machine bolts, 
small, cut threads, 60 and 10 per cent off 
list; machine bolts, larger and longer, 60 
and 10 per cent off list. Carriage bolts, % 
x 6 in.: Smaller and shorter, rolled threads, 
60 and 10 per cent off list; cut threads, 60 
per cent off list; longer and larger sizes, 
60 per cent off list; lag bolts, 60, 10 and 10 
per cent off list; plow bolts, Nos. 1, 2 and 3 
heads, 50 and 10 per cent off list; other 
style heads, 20 per cent extra. Machine 
bolts, c.p.c. and t, nuts, % x 4 in; 
Smaller and shorter, 50 and 10 per cent off 
list; larger and longer sizes, 50 and 10 per 
cent off list; hot pressed square or hex. 
blank nuts, $4.50 off list; hot pressed nuts, 
tapped, $4.50 off list; c.p.c. and t, sq. or hex. 
nuts blank, $4.50 off list; c.p.c. and t. sq. 
or hex. nuts, tapped, $4.50 off list. Semi- 
finished hex. nuts: # in. and smaller, U. s 
S., 80 and 10 per cent off list; % in. and 
larger, U. S. S., 75 and 10 and 10 per cent 
off list: small sizes, S, A. E., 80, 10 and 10 
per cent off list: S. A. E. % in. and larger, 
75 and 10 and 10 ver cent off list. Stove 
bolts in packages, 80 and 5 per cent off list; 
stove bolts in bulk, 80, 5 and 2% per cent 
off list; tire bolts, 65 per cent off list; track 
bolts in carloads, 300c. to 3.25c. base; 
track bolts, less than 200 kegs, 3.50c. to 
3.75c. base. 

Cap and Set Screws.—Milled square and 
hex. head cap screws, 75 and 10 per cent 
off list; milled set screws, 75 per cent oft 
list; upset cap screws, 80 per cent off list: 
upset set screws, 80 and 5 per cent off list. 

It should be noted the above discounts 
apply only on large lots, jobbers charging 
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sual advances to the retail trade for 
poy iets pig: ghee 

Broom Twine.—A slight advance in 
prices has been made by some makers, 
due to higher costs of raw materials 
and labor. 

Copper Rivets and Burrs.—Some 
makers of these goods have announced 
a slight advance in prices, due largely 
to the higher market on copper, and 
also to increased labor costs. 


Carbide Lamps.—The Just-Rite Mfg. 
Co., Chicago, has issued a new price 
list on these goods, showing slightly 
higher prices on some sizes. 

Farmers’ Tools.—New prices on 
these goods are expected to be sent out 
by the makers atout Sept. 1, and the 
trade here is looking for slightly lower 
prices on some kinds of tools. 


Iron and Steel Bars.—Effective Tues- 
day, Aug. 8, the Jones & Laughlin 
Steel Co., makers of steel bars, ad- 
vanced its prices to 2 cents per lb. ai 
mill, and will sell at this price only to 
regular customers. The supply of 
steel bars for prompt shipments is very 
light, and customers who must have 
bars promptly are offering premiums 
for early delivery. The new demand 
for reinforcing bars is not as active as 
it was some time ago, but mills are 
filled for several months ahead. Bars 
made from old rails are also higher, 
and the whole bar market is very 
strong, with prices likely to go higher. 


Local jobbers now quote steel bars rolled 
from, billets at 2.35c. to 2.50c. depending on 
the order; reinforcing bars rolled from bil- 
lets, 2.25c. to 2.50c, from old rails, 2c. to 
2.15¢c.; refined iron bars, 2.15c. to 2.35c., the 
higher prices being for large lots and the 
lower for small lots. ° 

Furnace Scoops.—Some makers have 
just announced an advance in prices on 
these goods, due to higher costs of raw 


materials. 


Rivets.—Prices are very firm and 
new demand is heavy. Makers say if 
manufacturing costs continue to ad- 
vance, they will have to get higher 
prices for rivets in the near future. 


Prices in large lots are as follows: Large 
structural and ship rivets, base, per 100 
b., $2.65; large boiler rivets, base, per 100 
Ib., $2.75: small rivets, 70 to 70 and 5 per 
cent off list. 


Sheets—The coal and _ railroad 


strikes have cut heavily into output of 
sheets, and galvanized are getting very 
scarce for prompt shipment. Recently 
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HE rail and coal strikes have had 
* little effeet on the hardware trade 
in this vicinity. Jobbers and dealers 
alike report that the demand for mer- 
chandise is keeping up very well. Sup- 
ply houses, however, report a slight 
falling off during the first two weeks 
mm August as compared with similar 
periods in June and July. 

Practically all of the orders booked 
are for seasonable merchandise for im- 
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the Apollo Steel Co. sent out a stock 
list of sheets, offering galvanized at 
4.15 cents at mill for stock sizes, but 
the company quickly sold its supply, 
and is now out of the market. Sheet 
mills now are operating to only about 
60 per cent of capacity, due to the coal 
and railroad strikes, and this rate is 
likely to be lower in the near future. 
Premiums over regular prices are be- 
ing paid in some cases for prompt ship- 
ments of automobile sheets, which are 
scarce and for which the demand is 
very heavy. Higher prices on sheets 
are expected in the near future, unless 
the coal and railroad strikes are soon 
settled. 

The American Sheet & Tin Plate Co. and 
some of the independent mills continue to 
quote 3.15c. for No. 28 gage black, 4.15c. 
for No. 28 gage galvanized and 4.50c. for 
No. 22 gage auto body sheets, these prices 
being made only to the large buyers, while 
on the other hand some independent mills 
are quoting sheets at prices ranging from 
$5 to $7 per ton higher than the above. 

Snow Shovels.—Effective, Wednes- 
day, Aug. 9 some makers advanced 
snow shovels 50 cents per doz., but no 
changes have been made on any other 
grades. Jobbers now quote snow 
shovels, long handled, at $4 to $4.25 
and D at $4.50 to $4.75 per doz. It is 
intimated a general advance in prices 
of shovels may come in the near future. 

Steel Pipe.—There is an acute fam- 
ine in the supply of small black pipe, 
and in some small sizes of galvanized. 
Sizes %-in. to 3-in. in black pipe can 
hardly be had at any price, and the 
local market is about bare of 1-in. 
black pipe, buyers being willing to pay 
almost any price to get it. Galvanized 
1-in. pipe is also scarce, and can hardly 
be had under eight to ten weeks ship- 
ments. The National Tube Co., a Steel 
Corporation interest, is now allocating 
its supply of pipe among its distribu- 
tors. This shortage in supply of pipe 
does not promise to be relieved for 
some time. The mills are operating 
only to about 60 per cent of capacity, 
and some of the independent mills are 
about down entirely. 


Local jobbers quote steel pipe in small 
lots from stock as follows: 
Black Galv. Black Galv. 
$2.7 


eee 2.71 obee 1 ....$5.30 $7 56 
, rer 2.61 eee 1% 7.16 10,22 
-, ree 2.60 $4.33 1, 8.57 12.23 
ee 4.55 2 11.52 16.45 
% -- 3.84 5.88 2%....18.23 


Above prices per 100 ft., f.o.b. Pittsburgh. 
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mediate delivery. Jobbers report that 
while some interest is being shown in 
futures, very few orders have actually 
been booked. 

A number of price changes have been 
made during the past fortnight, some 
being declines and some advances. The 
trend, however, is toward higher levels, 
and should the rail and coal strikes con- 
tinue indefinitely it is expected that 
prices generally will be somewhat 
higher than prevail at present. 

Jobbers’ stocks are in fairly good 
shape to take care of all demands. One 
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Ruby Lantern Globes.—Under date 
of Aug. 1, the Macbeth-Evyans Glass 
Co. of this city announces an advance 
of 25 cents per doz. on its full line of 
ruby lantern globes with the single ex- 
ception of one size. 

Stove Pipe and Elbows.—Local job- 
bers are urging their customers to get 
their orders in early for stove pipe and 
elbows, as a shortage in supply this 
fall is likely, due to the coal and rail- 
road strikes, which is keeping down 
output of steel from which these goods 
are made. 

Set and Cap Screws.—The James 
Reyno'ds Mfg. Co., New Haven, Conn., 
announces a slight advance in prices 
on these goods. 

Wire Products.—There is nothing 
new to report in the wire and wire nail 
trades. The demand is as heavy as 
the mills desire as their costs are 
steadily going up, but they have not 
made any advances in prices on either 
nails or wire to their customers. One 
large local maker of wire and wire 
nails is practically out of the market 
as a seller of either nails or wire. De- 
liveries on woven wire fence are very 
slow by the mills. Prices are firm but 
unchanged. 


Jobbers quote from stocks, f.o.b. Pitts- 
burgh, as follows: Wire nails, $2.75 base 
per keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing nails. 
taking an advance over the price of $1.25, 
and shorter than 1 in., $1.75; bright Re«s- 
semer and basic wire, $2.50 per 100 Ib.;: 
annealed fence wire, Nos. 6 to 9, $2.50: gal- 
vanized wire, $3; galvanized barbed wire, 
$3.25; galvanized fence staples, $3.25 
painted barbed wire, $2.75: polished fence 
Staples, $1.75; cement coated nails, per 
count keg, $2.25 to $2.35: these prices be- 
ing subject to the usual advance for the 
smaller trade, all f.o.b Pittsburgh, freight 
added to point of delivery terms 60 days 


net less 2 per cent off for cash in 10 days 
Discounts on woven wire fencing are 73 per 
cent off list for carload, 72% per cent off 
for 1000 rod lots. and 71% per cent off 


for small lots, f.o.b. Pittshurgh 


Zine Coated Nails.—Prices on these 
goods have been advanced, makers now 
quoting in large lots $6.75 base at mill, 
this being the price to jobbers who 
charge the regular advances to the re- 
tail trade for nails from stock. Cement 
coated nails are held at $1.90 base at 
mill, in large lots. 

Zinc Plated Glazier Points—The 
Shelton Tack Co., Shelton, Conn., has 
announced an advance in prices on 
these goods. 


exception to this rule is in the case of 
builders’ hardware. Contractors are 
very slow in placing orders, and as a 
result dealers and jobbers are hardly 
in a position to give good service. 
Manufacturers of builders’ hardware 
are falling behind in their shipments, 
the reason being that they are unable to 
take care of the flood of orders pour- 
ing into their factories. 
Ammunition.—Local jobbers report a 
fair demand for ammunition and a num- 
ber of good sized orders have already 
been booked. Stocks are in good shape 
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to take care of the demand expected. 

Axes.—Quite a spurt has developed 
in the demand for axes for fall deliv- 
ery, dealers placing orders in greater 
volumes than has been the case several 
seasons past. Prices show no change. 

We quote from Cincinnati jobbers’ 
stocks: 3%-lb. single bitted, handled axes, 
$15.25 per doz.; 3%-lb. single bitted, un- 
handled axes, $11.50 doz. 

Automobile Accessories.—Seasonable 
accessories are still in demand, touring 
equipment moving in good volume. Job- 
bers report that dealers are not show- 
ing, as yet, very much interest in win- 
ter accessories, but it is expected that 
with the number of new cars on the 
roads this year the demand for acces- 
sories will be very great. Local deal- 
ers in accessories are planning an ex- 
hibition to be held around the first of 
October, which will be open to the pub- 
lic. This is expected to give the busi- 
ness a big boost. Jobbers report some- 
what of a scarcity of motometers and 
also some difficulty in keeping up their 
stocks of batteries. Prices show no 
change. 

Bale Ties.—The demand for bale ties 
continues heavy, and jobbers are scour- 
ing the country in search of sufficient 
stock to take care of their customers. 
Prices are very firm. 

We quote from Cincinnati jobbers’ 
9’ ft. No. 15, $1.18 per bundle; 9% 
. 15, $1.24 per bundle; 9 ft., No. 14, 


$1.35 per bundle; 9% ft., No. 14, $1.42 per 
bundle. 


Builders’ Hardware.—While an acute 
scarcity does not exist, jobbers are hav- 
ing difficulty in taking care of the trade. 
Building contractors apparently cannot 
see the necessity for ordering their 
hardware early, and as a result con- 
struction work is being held up, or a 
cheaper grade of hardware _ substi- 
tuted. Jobbers report shipments from 
manufacturers as being rather slow, 
due to the flood of orders being placed 
from all parts of the country. Some 
readjustments of prices have been 
made by local jobbers, in which some 
articles have been reduced as much as 
20 per cent, with other items advancing 
a similar amount. 

Bolts and Nuts.—The demand for 
bolts and nuts continues steady, with 
sizable orders being placed for imme- 
diate shipment. Some readjustments 
of prices have taken place, advances 
having been recorded in semi-finished 
nuts and a reduction being made on 
stove bolts. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, small, 65 off.; large, 
60 off; carriage bolts, small, 50 and 10 off; 
large, 50 off; stove bolts, 75 and 10 off; 
semi-finished nuts, #%” and smaller, 75 off; 
larger sizes, 70 off. 


Coal Hods.—Jobbers report a fair 
demand for coal hods for fall delivery. 
Prices are slightly lower than last year. 


We quote from Cincinnati jobbers’ 
stocks: 16 in. japanned, $2.95 doz.; 17 in., 
$3.30 doz.; 18 in., $3.65 doz.; 16 in., gal- 
vanized, $4.25 doz.: 17 in., $4.55 doz.; 
in., $5.00 doz. and 20 in., $6.75 doz. 


Drills —A good demand for carbon 
drills from all branches of industry is 
reported. Rumors of impending price 
advances are heard, but nothing in the 
way of confirmation of these reports 
has been received. Some jobbers have 
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made a slight advance on carbon drills. 

We quote from Cincinnati. jobbers’ 
stocks: Carbon drills, 65 and 5 off; High 
speed drills, 50 and 5 off. 

Eaves Trough and Conductor Pipe.— 
Local jobbers report the demand for 
eaves trough and conductor pipe con- 
tinuing heavy. Prices are very firm. 

We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, $4 per 
100 ft.; 28-gage, 3-in. corrugated conductor 
pipe, $4.25 per 100 ft.; 3-in. corrugated 
conductor elbows, $1.51 per doz. 

Emery Paper.—Local jobbers have 
advanced their quotations on emery 
paper, following similar announcements 
made recently by manufacturers. 

Cincinnati jobbers quote emery paper at 
20 off. 

Farming Tool Handles.—The demand 
continues good, The harvesting season 
is under way, and dealers sales show 
a very decided improvement. Prices 
are firm and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Straight hay forks, 5% ft., $3.10 
per doz.; 6 ft., $4 per doz.; 7 ft., $6 per 
doz.; bent hay forks, 5% $3.65 per 


5% Re 
doz.; 6 ft., $4.65 per doz.; long manure 
forks, $2.65 per doz.; same with straps, 
$4.65 per doz.; 


D shovel handles, $4.45 per 
doz.;: D spade handles, $4.25 per doz.; cot- 
ton hoe handles, $2.15 per doz.; rake hand- 
les, $2 per doz. 

Files—A steady demand for files is 
reported by local jobbers with prices 
continuing very firm. 


We Cincinnati jobbers’ 


quote from 
60 and 5 off; other 


stocks: Nicholson files, 
makes, 70 off. 

Flashlights.—Flashlights are moving 
in good volume, but a scarcity of bat- 
teries is reported. 


Glass.—A continued heavy demand 
for window glass is reported by local 
jobbers, and the indications are that 
it will continue for the rest of the year. 
Prices are very firm. 

We quote from Cincinnati jobbers’ 
stocks: Single strength A, 87 per cent dis- 
count, double strength A, 88 per cent dis- 
count, 

Galvanized Ware.—Galvanized ware 
is moving in fair volume, at unchanged 
prices. 

We quote from Cincinnati jobbers’ 
stocks: Galv. pails, 10-qt., $2; 12-qt., 

16-qt., $3.25; lv. tubs, 

5 o. 1, $5.75; No. 2, $6.50; No. : 
$7.60, all prices per doz. 


Hack Saw Blades.—Jobbers report a 
very fair demand for hack saw blades. 
Some changes in quotations have re- 
cently been made, and local jobbers are 
now quoting hack saw blades at 40 off. 

Levels.—The demand for levels is 
very good at the present time with 
prices showing much fairness. 


We quote from Cincinnati jobbers’ 
stocks: No. 20, $9.50 a doz.; No. 0, $10.75 a 
doz.; No. 3, $18.75 a doz.; No. 30, $24.75 a 
doz.; No. 35, $21.60 a doz.; No. 102, $5.00 a 
doz. 


Lanterns.—A fair demand for lan- 
terns for fall shipment is reported, al- 
though the bulk of the orders are yet 
to be placed. Prices this year show a 
decided reduction from those in effect 
last fall. 


We quote from Cincinnati jobbers’ 
stocks: Monarch, $7.95 a doz.; Delight, 
$12.60 a doz.; Little Wizard, $9.75 a doz.; 
Wizard, $13.80 a doz.; Blizzard, $12.60 a 
doz.; Railroad No. 39, $15.00 a doz. 


Nails.—A heavy movement in wire 
nails is in progress, jobbers reporting 
their sales as the heaviest for many 
years. It is expected in the trade that 
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there will be a shortage of nails with. 
in the next few weeks, and dealers are 
placing orders accordingly. A South. 
ern Ohio mill has advanced the price 
of wire nails from $2.40 to $2.50 per 
keg, mill. Lecal jobbers, however, have 
not changed their quotations, but it 
is expected an advance of 15 cents a 
keg will shortly go into effect, 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $2.85 per keg 
base; cement coated nails, $2.40 per keg 
base. 


Paints and Oils.—There is very little 
to report in the paint market other 
than to say that business is still brisk, 
Prices are very well maintained, and it 
is reported that a large manufacturer 
is contemplating a slight advance in 
his product. Linseed oil and turpen- 
tine are in fair demand and prices are 
steady. 


We quote from Cincinnati 
stocks: Ready mixed house paints, 
per gal., linseed oil, single barrels, $1.07 
per gal., turpentine, single barrels, $1.21 
per gal., white and red lead, 13c. per Ib., 
with lots of 500 Ibs., taking an extra 10 
per cent discount. 


Roofing Paper.—Some manufactur- 
ers have notified the trade of advances 
in prices effective Aug. 4. Some 
grades will take an advance of 20 per 
cent with others running down to 5 per 
cent. Local jobbers have not yet tabu- 
lated the new prices. The demand 
continues strong. 

Rivets.—Strong competition, with a 
slackening in demand, which, however, 
is expected to be of short duration, has 
resulted in a _ reduction of prices 
amounting approximately to 5 per 
cent. Local jobbers are now quoting 
all sizes at 65 off. 

Rope.—The demand for rope, espe- 
cially hay rope, is excellent. Prices 
show no change. 


We quote from Cincinnati 
stocks: People class Manila rope, 
per lb.; sisal, 1144c. per Ib, 


Screws.—There is a_ particularly 
good demand for wood screws, coming 
largely from pattern makers and box 
manufacturing plants. Machine screws 
are only in fair demand. Some read- 
justments in prices have been made, 
following the putting into effect of the 
new list by all local jobbers. 


We quote from Cincinnati jobbers’ 
stocks: Machine screws, 70 off; cap screws, 
75 and 10 off; such screws, 75 and 10 off. 
Coat screws, 60 off. Wood screws, 85 off. 


Sheets.—Local jobbers report a 
heavy demand for sheets for immediate 
shipment. No changes in prices have 
been made, and it is not expected that 
any will develop in the near future. 


We quote from Cincinnati jobbers’ 
stocks: 28-ga. black sheets, 4.50c. Ib.; 28 
galvanized sheets, 5.50c. Ib.; No. 
annealed sheets, 3.60c. Ib. 


Sandpaper.—Jobbers report the de- 
mand for sandpaper is very satisfac- 
tory. A slight advance has been made 
in prices, and local jobbers are now 
quoting sandpaper at 20, 10 and 10 off. 

Spring Cotters—A slight advance 
has been made in spring cotters, which 
are now quoted at 90 and 30 off. 

Sprayers.—The Campbell-Hausfela 
Co., Harrison, Ohio, recently announced 
a substantial reduction in price on their 
Paragon sprayers. On the No. 0 
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MCKINNEY 
Hinges and Butts 
and Hardware 


Also door hangers and 
track, door bolts and 
latches, shelf brackets, 
window and screen hard- 
ware, cabinet hardware, 
steel door mats and 
wrought specialties. 


COMPLETE 











or Jones builds a garage 
for the car he bought last 


month, he is going up against a 
problem of buying hardware to 
hang the door. Jones doesn’t 
know much about hardware and 
little about doors, except that they 
are necessary. Can you do any- 
thing for him except guess at his 


hardware requirements when he 
comes into your store? 


Here is a booklet, ‘“McKinney 
Garage Door Sets,” that enables 
you to put some helpful service 
into the selling of garage door 
hardware. 

Every page is a story of a 
garage entrance—swinging, slid- 
ing-folding or around-the-corner 
doors that are particularly adapted 
to various space conditions and 
entrance widths. And each page 
pictures and describes the neces- 


Me McKINNEY 
©) GARAGE SETS fe 


Your Customers Will Appreciate This Booklet 


sary hardware to properly hang 
the door for which it was made. 


And the hardware—it comes 
boxed, ready to hand out across 
the counter without any vexing 
work of assembling each separate 
item. You profit in time saved 
on each sale. You profit in the 
fine service you render your cus- 
tomers in helping them select a 
good, practical, fool-proof en- 
trance. 


Write today for this booklet. 
Tie it to your counter. Lead 
your customers to this booklet. 
Help them choose an entrance 
that fits their needs. You will 
find them thankful for the infor- 
mation they get from the booklet. 
And then sell them good hard- 
ware, McKinney made, neatly 
packed in a box, without a piece 
missing. 


McKINNEY MANUFACTURING COMPANY, PitrsspurGcH 


Western Office, Wrigley Bldg., Chicago 


Export Representation 


MCKINNEY 


Complete Garage Door Sets 
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sprayer the new price in $12.50; on 
No. 1 sprayer, $17.50; on No. 3 sprayer, 
complete, $25.00; on No. 4, complete, 
$39.50; on No. 5, complete, $45.00. 


Stove Boards.—Some orders are be- 
ing placed for the fall trade but the 
bulk of the business remains to be 
placed. Prices of stove boards are 
slightly lower this year than last. 

We quote from Cincinnati jobbers’ 
stocks: Wood lined, 24 x 24, $10.25 a doz.; 
26 x 26, $12.00 a doz.; 28 x 28, $14.25 a doz.; 
30 x 30, $16.50 a doz.; 33 x 33, $19.50, 26 x 
$6, $22.80; paper lined, 24 x24, $6.25. 26 x 


$22. 
26, $6.85, 28 x 28, $7.75, 30 x 30, $9.00, 32 x 


of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., Aug. 12. 
EPORTS so far received indicate 
that the total amount of retail 
hardware business for the month of July 
was far in excess of the same period 
last year. The month of August is 
starting out with an unusually satis- 
factory volume of business for this time 
of the year. The present situation as 
regards strikes has not materially af- 
fected business conditions in a retail 
Way as yet. 

Jobbers report that buying on the 
part of dealers remains on a more or 
less hand to mouth basis, although im- 
proving somewhat. This condition will 
no doubt continue for several years as 
a survey of former marketing conditions 
shows that on the whole there will be 
slowly declining prices for a periud of 
years. Dealers are all busy arranging 
for their line of fall goods and jc bbers 
report a very satisfactory volume of 
business. 

Sales of automobile accessories and 
supplies are holding up well anu a good 
volume of business has been done so 
far this season. 

Paint sales were the largest for some 
years past and an unusually large 
volume of business was done by most 
of the retailers. 

Builders’ Hardware.—Sales of build- 
ers’ hardware are still going strong and 
a large volume of business is being 
done. Shortages have developed in 
some items. 

Ash Sifters.—Dealers’ stocks are now 
being ordered. There is no retail busi- 
ness. Prices are unchanged. 


We quote jobbers’ stocks, f.o.b. 
Twin Cities: Square wood, $3.75 per doz.: 
round metallic, $4 per doz.; wood, barrel 
size, $12 per doz. 


Bale Ties.—Jobbers report a fair 
volume of business from dealers, and 
dealers report sales increasing rapidly. 
Prices are steady. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single loop ties, 70-10-5 per 
cent from standard lists. 

Brads.—Sales of brads continue to be 
very good. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads, in standard packages, 
75 per cent from lists. 

Coal Hods.—Dealers are arranging 


for fall stocks. No retail demand can 


Office 


from 
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32, $10.65. 35 x 35. $13.25, all prices per 
dozen. 

Sash Weights.—An advance of ap- 
proximately $2 per ton has been made 
in the price of sash weights, the de- 
mand for which continues good. 

We quote from Cincinnati jobbers’ 
stocks: Cast wire sash weights, $1.95 per 
100 Ibs. 

Tin Plate—Orders for tin plate con- 
tinue to come in fair volume, with 
prices showing a very firm trend. 

Cincinnati jobbers quote: 20 x 20, 8 Ib. 
coating, $12.00 per box, 30 Ib. coating, $18.50 
per box.; 40 lb. coating, $22.00 per box. 


Wire Products.—Orders for fall 


TWIN CITIES 


be expected before the middle of Sep- 
tember. Prices remain steady. 

We quote from local jobbers’ stocks, f.o.b. 
Twin Cities: Open japanned, 17-in., $3.85; 
18-in., $4.30; funneled japanned, 17-in., 
$4.80; 18-in., $5.30; open galvanized, 17-in., 
$5.35; 18-in., $5.85; funneled galvanized, 
17-in., $6.60; 18-in., $7.75 per doz. 

Eaves Trough, Conductor Pipe and 
Elbows.—There continues to be a very 
good retail demand for this line of 
goods. 

We quote 


from jobbers’ stocks, f.o.b. 
Twin Cities: Eaves trough, 28 gage, 5-in.. 
lap joint, single bead, $4.50 per 100 ft.; 
3-in. corrugated conductor pipe, $4.50 per 
100 ft.; 3-in. corrugated elbows, $1.55 per 
doz. 

Galvanized Ware.—The volume of 
business is considered quite satisfac- 
tory. Prices have shown no chahge. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1, $6.10 
per doz.; No. 2, $6.85; No. 3, $8: heavy 
galvanized, No. 1, $12; No. 2, $13; No. 3, 
$15; standard 10-qt. galvanized pails, $2.25 
per doz.; 12-qt., $2.35; 14-qt., $2.70; stand- 
ard 16-qt. stock pails, $4.25; 18-qt., $4.80; 
heavy stock pails, 16-qt., $6; 18-qt., $7.35. 

Glass and Putty.—Volume of business 
in a strictly retail way remains small. 
Prices are firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single strength glass, 84 per 
cent; double strength glass, 85 per cent 
from standard lists. Putty, $4.40 per cwt. 

Files.—There is a very satisfactory 
demand for files and a good volume of 
business is being done. Prices remain 
firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 60-5 per cent: 
Arcade files, 70-21% per cent; Disston files, 
70-10 per cent. 


Lanterns.—Retail demand is begin- 
ning to pick up rapidly, and jobbers re- 
port dealers are placing a fair volume 
of business with them. Prices are firm. 

We quote from jobbers’ stocks, f.o.b. 


Twin Cities: Tubular long or short globe, 
$13 per doz.;: tubular dash, $16.90 per doz. 


Nails.—While not so heavy as earlier 
in the season there still remains a very 
active demand for nails. Prices remain 
unchanged. 


We quote from jobbers’ stocks, 
Twin Cities: Standard wire nails, 
base; cement coated nails, $2.80 base. 


Oil Heaters.—It is too early for any 
retail demand, but dealers are getting 
stocks in shape for 2 good volume of 
business which is expected to develop. 
Prices remain steady. 


We quote from jobbers’ stocks, f.o.b. 
ky Cities: 30-5 per cent from standard 
sts. 


Paper.—Building papers are still sell- 


August 17, 1922 


shipment are coming in in better 
volume. Some jobbers are anticipat- 
ing advances, but no changes have been 
made up to this time. 

We quote from Cincinnati jobbers’ 
stocks: Black painted wire cloth, 12-mesh, 
$1.90 per 100 sq. ft.; Poultry netting, gal- 
vanized before weaving, 50 and 10 off: 
galvanized after weaving, 50 off; 2-pt. cattle 
wire, $3.00 per reel; 2-hog wire, $3.2) p 
reel; polished staples, $3.09 per 106 
No. 9 annealed wire, $2.70 per 100 Ibs. 

Wrenches.—New prices have been 
put into effect by local jobbers on 
screw wrenches, the general quotation 
now being 50 and 10 off. 


ing very well and the volume of busi- 
ness is considered satisfactory. 

We quote from jobbers’ stocks, f.o.b, 
Twin Cities: No, 2 tarred felt, $2.57 per 
ewt.; string felt, $1.42 per cwt. Red rosin 
sheathing, $2.19 per cwt. 

Registers.—There is a fair demand 
for cast iron registers. Stocks are in 
good condition. 

We quote from jobbers’ stocks, 
Twin Cities: Cast steel registers, 40 
cent from standard lists; 

Rope.—Sales remain of satisfactory 
volume as for some time past. Prices 
show no change, 


We quote from jobbers’ stocks. f.o.b. 
Twin Cities: Pure manila rope, 1914c. per 
Ib. base; pure sisal rope, 1614c. per Ib. base. 


Sandpaper.—Retail demand continues 
to be of good volume. Prices remain 
firm. 

We quote from jobbers’ 
Twin Cities: Best grade, No. 1, at $7.20 per 
ream; second grade, No. 1, at $6.50 per 
ream; No. 1 garnet paper, $15 per ream. 

Sash Cord.—Sales continue to hold up 
very well and a good volume of busi- 
ness is still being done. Prices show no 
change, although prices are very firm 
because of the advancing cotton narket. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grades, 65c. per lb.; ordi- 
nary grades, 36c. per lb. 


Sash Weights.—Orders taken earlier 
in the year are now being delivered 
and a good volume of business is re- 
ported. Prices show no change. 


We quote from jobbers’ stocks, 
Twin Cities: $2.20 per cwt. 


Sidewalk Scrapers.—There is no ac- 
tive retail demand. Dealers who had 
not done so early in the season are 
placing orders for later shipment. 
Prices are firm. 

We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Medium grade steel scrapers, 
$4.75 per doz. 

Snow Shovels.—Jobbers are prepar- 
ing shipments for delivery to dealers 
after September 1st. The hardware 
dealer can nearly always depend upon a 
fair volume of business in this terri- 
tory. Prices are firm. 

We quote from jobbers’ 
Twin Cities: Straight handle, wood, $4.85 
per doz.; straight handle, steel. $4.35 ver 
doz.: wide galvanized blade, D handle, $11 
per doz. 

Solder.—The demand continues to be 
of fairly good volume. There has been 
a slight increase in price. 

We quote from jobbers’ stocks, f.o.b. 
bs. Cities: Half and half solder, 24!/2c. 
per e 


Steel 


f.0.b. 
per 


stocks. f.ob 


f.o.b. 


stocks, f.o.b. 


Sheets.— Demand ffor steel 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 
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Improved Crystal Radio 
Receiving Set 
“Musio” is the name of a new radio 


erystal receiving set just placed on the 
market by the Musio Radio Co., Pitts- 


burgh, Pa. The set, which is being dis- 
tributed solely by Mack-Libby, Inc., 342 
Madison Ave., New York, N. Y., em- 









g%3ag 


Radio Receiving Set and 
Auziliaries 


“Musio” 


bodies several new features in the con- 
struction of the patented crystal detec- 
tor. The most important of these is the 
means provided for automatically lock- 
ing the cat whisker in contact with the 
galena, thus obviating the possibility 
of the connection being broken through 
vibration, and eliminating the annoy- 
ance so often attending the location 
and holding of sensitive points in the 
crystal. 

The cat whisker is eccentric to a 
rigid shaft and may be manipulated by 
means of a knob so as to reach all parts 
of the crystal. This knob, which pulls 
out and snaps back, turns on a fixed 
axis, and when twisted causes a grad- 
uated nut to tighten or loosen the tens- 
ion of the cat whisker. The correct 
pressure of the whisker against the 
galena, which is of a special, super- 
sensitive quality, is secured by means 
of a spring. A special sized crystal is 
used in this set. In order to secure the 
best possible contact all connections 
have been carefully soldered. 

The cabinet work of the “Musio” is 
mahogany finished, and the dial, coil 
and condenser are said to be constructed 
of the best material obtainable. There 
are double sets of binding posts for 
additional ear phones. The “Musio” has 
a range of thirty miles, but under favor- 
able conditions is said to hear stations 
100 miles away. 

The attractiveness of the “Musio” 
from a merchandising point of view is 
imcreased by the auxiliary equipment 
furnished with the set. This equipment 





consists of twenty-five feet of Copper- 
weld Ground Lead-In Wire, 100 feet of 
Copperweld Antenne Wire, two porce- 
lain insulator knobs, two porcelain in- 


sulators, an 8-in. insulating tube, a 
copper aerial connector and ground 
clamp. The outfit, which has been 


passed by the National Board of Fire 
Underwriters, is sold at $12.50. In an- 
ticipation of the Christmas demand, the 
company has prepared to distribute the 
“Musio” in special boxes, decorated in 
appropriate Holiday design. 


An Addition to Slocomb Tools 


Snap gage micrometer, No. 36, made 
by J. T. Slocomb Co., Providence, R. I., 
is a new addition to the Slocomb line 
of tools for inspection and production 
purposes. Two screws can be set by 
standards and locked. 

This tool is said to save time in pro- 
duction work, since the minimum limit 
screw can be locked and the other left 
to revolve freely, thus permitting the 





Slocomb Snap Gage Micrometer No. 36 


operator to measure the work as it pro- 
gresses. This gage has a one-piece, all 
tool steel screw with a long bearing on 
the nut. It also has a compensating 
nut, tool steel anvil, and is furnished 
in one-inch and two-inch sizes. 


Oil-Burning Kitchen Range 


An improved New Perfection Oil 
Range has recently been placed on the 
market by the Cleveland Metal 
Products Co., Cleveland, Ohio. ‘The 
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new range is equipped with the com- 


pany’s New Superfex Burner, which 
is furnished in two sizes, Giant and 
Standard. The Giant size measures 
seven inches in diameter, causing a 


flame of unusually intense heat. It 
has a double wall, double draft con- 
struction and is provided with au auto- 
wide 


matic wick stop which gives a 



















New with 


Superfex 


Perfection Oil Range 
Burner 


range of flame. The burner is very 


simple in construction and is easy to 
adjust and control. 
The frame of the new range is built 


along straight lines and presents a 
pleasing appearance. The stove top is 
of porcelain enamel as is the warming 
cabinet—both being of Aladdin qual- 
ity. The cooking surface has a full 
top length with continuous square 
grates providing an ample cooking 
area. There is a rigid top extension 
over the reservoir, which is of the New 
Perfection patented reversible style. 

The burner chimneys are finished in 
a new handsome gray enamel. They 
are hinged to the brass burners, pro- 
viding greater convenience in lighting, 
cleaning and rewicking. As in the 
case of the Blue Chimney New Perfec- 
tion Stove, the flame in the new Super- 
fex Burner is clearly visible at all 
times. 


Smooth Running Bicycle Pedal 


The new Westfield One Piece Alu- 
minum Bicycle Pedal, made by the 
Westfield Mfg. Co., Westfield, Mass., 
has a bright aluminum frame with an 
ebony finished black rubber, presenting 
an unusually attractive appearance. 
Smoothness of action is also secured 
through the fact that the frame is a 
die casting which enables the ball cups 
to be placed in perfect alignment. 
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GOODELL-PRATT 
___1500 GOOD TOOLS 


’ 


Mr. Punch says: “Goodell-Pratt 
Tools for Motorists are always on 
the go because they always go 


right.” 


From more than 1,500 Good 
Tools in the Goodell-Pratt line 300 
are particularly adapted for automo- 
bile and garage purposes. 





Keep stocked. There’s no profit 
in saying: “We’re out of this tool 
or that”—motorists, like car repairs, 
can’t wait—they’ll go elsewhere if 
you haven’t the tools they want at 
the time they want them. 


Write for “Tools for the Motor- 
ist” booklet. 








GOODELL-PRATT COMPANY | Greenfield, Mass .U S.A. 
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sheets remains cnly of fair volume. 


Prices show no change. 
We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 28 gage galvanized sheets, 


$5.65 per cwt.; 28 gage black sheets, $4.65 
per cwt. 
Steel Traps.—There is no retail de- 
mand as yet. It is too early in the 
season. Prices are quoted for fall de- 


liveries. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Victor No. 0, $1.53; No. 1, 
$1.83; No. 1%, $2.75; No. 2. $3.60; New- 


house No. 0, $1.89; No. 1, $2.20; No. 1%, 
$3.17; No. 2, $4.88 per doz. 

Stove Goods.—Dealers stocks are 
being put into shape for Fall business. 
Prices remain steady, 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Stove boards, crystallized, 
28 x 28, $15 per doz.; 30 x 30, $17.35 per 


doz.; 36 x 36, $24.02 per doz.; stove pipe, 
uniform blued, 28 gage, 6-in., K. D., $12.50 


per 100 lengths; 6-in. common iron corru- 
gated elbows, $1.26 per doz.; 6-in. adjust- 
able charcoal iron, $1.86 per doz.; dampers, 





Great Western Importing Co. 
Opens Offices 


The Great Western Importing Co., 
128 North Wells St., Chicago, IIl., has 
recently opened offices for business. 
The firm was incorporated under the 
Illinois law in February. Philip L. 
Getzinger is president of. the company 
and has the distribution in this country, 
Canada and Mexico of the Hugo Lin- 
der Delta Werk line of high grade cut- 
lery and edge tools. The Deltawerk line 
is made in Solingen, Germany, and the 
Delta Works are said to be the second 
largest manufacturers of cutlery in 
Germany. They manufacture only high 
grade tools. 

In addition to the cutlery and edge 
tool lines, this company also has ex- 
clusive distributing rights for North 
America for the Sanor watch line 
manufactured by Jules Bonnet, Bienne, 
Switzerland, and the textile lines made 
by Wilhelm Busgen, Barmen, Germany. 


American Rule Mfg. Co. Expands 


The American Rule Mfg. Co., 127 
Humboldt Street, Brooklyn, N. Y., is 
about to move to its own home. A 
modern four-story fireproof structure, 
occupying a plot facing Ingraham 
Street, at Johnson and Porter Avenues, 
Brooklyn, N. Y., has been specially 
erected. 


Hardware Mutual Insurance 
Building Opened 

The formal opening of the Hard- 
ware Mutual Insurance Building, 
Stevens Point, Wis., was held on Aug. 
2. The exercises were marked by an 
elaborate program, including addresses 
by the Hon. J. N. Welsby, mayor of 
Stevens Point; Charles H. Cashin, 
counsel for the Hardware Mutual In- 
surance Companies; C. F. Ladner, 
president Minnesota Hardware Mu- 
tual; F. J. Lake, president Minnesota 
Implement Manuel; L. C. Abbott, pres- 
ident of the Iowa Hardware Mutual; 
0. P. Schlafer, president Wisconsin 
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cast iron, wood or coil handle, $1.33 per 
doz.; stove shovels, 15-in. japanned, 60c. ; 
21%-in. jumbo japanned, $1.40; 14-in. 


jumbo junior, 85c. per doz. 


Tacks.—The demand is only of aver- 
age volume. Prices remain unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: American cut, 8 oz., 60c. per 
doz. packages; tinned carpet, 8 oz., 60c.; 
blue carpet, 8 oz., 65c.; double point, 11 oz., 
36e. 


Screws.—There is a very good de- 
mand for wood screws. Stocks are 
ample and prices are firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Flat head bright screws, 80-5 
per cent; round head blued screws, 75 per 
cent; flat head japanned screws. 70 per 
cent; flat head brass screws, 75 per cent; 
round head brass screws, 70 per cent. 


Washers.—There is a fair demand 
Stocks are ample. Prices remain 
steady. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities : %-in. wrought steel, $4 per 
ewt.; 1l-in, wrought steel, $3.60 per ewt. 





Hardware Mutual; Platt Whitman, 
Insurance Commissioner of Wisconsin; 
F. M. Wilcox, Insurance Commissioner 
of Wisconsin; Herman L. Erern, 
Counsel for the National Association 
of Mutual Fire and Casualty Com- 
panies, 


William Wallace Passes Away 


William Wallace, one of the pioneer 
hardware merchants of Chicago, passed 
away July 21 after a lingering illness. 
Mr, Wallace was nearly seventy-two 
years of age and had not been very 
active in his business for the last two 
years. He leaves a wife and five sons. 
Three of the sons are intcrested in the 
business. John M. and A. L. are ac- 
tively interested, while Robert Y. is the 
assistant-secretary of the Illinois Re- 
tail Hardware Association. 

Mr. Wallace came to this country 
from Scotland in 1871 and opened a 
pattern shop. In 1888 he purchased 
the hardware store at 513 North Wells 
Street and has conducted his business 
from that address ever since. He was 
one of the charter members of the IIli- 
nois Retail Hardware Association. 


G. F. Davie Visits Europe 


George F. Davie, vice-president and 
treasurer Interstate Iron & Steel Co., 
Chicago, accompanied by Mrs. Davie, 
sailed on the Montcalm from Montreal, 
July 28, for Liverpool. They will visit 
the British Isles, Belgium, Germany, 
Switzerland, Italy and France and will 
return late in September. 


A Correction 


HARDWARE AGE desires to correct a 
recent item which stated that William 
S. Silpath, general manager of the 
Hub Wire Cloth & Wire Works Co., 
Boston, Mass., had previously repre- 
sented the Buffalo Wire Works Co. for 
twenty-five years in the Philadelphia 
district. The item should have read 
that he had spent twenty-five years of 
his business career in Philadelphia. 


Reading matter continues on page 82. 
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Weatherstrip.—There is no retail de- 
mand, as yet. Prices are quoted for 
dealers’ information. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood and felt weather strips, 
5% and %-in., $1.85 per 100 ft.; 1l-in., $2.60 
per 100 ft. 


Wheelbarrows.—The volume of busi- 
ness is dropping off somewhat but still 
remains fair, 

We quote from jobbers’ stocks. f.o.b. 
Twin Cities: Wood stave, fully bolted, 
wheelbarrows, $34 per doz.: No. 1 tubular 
steel barrow, $6.35 each; No. 1 garden, 
$5.60 each, 

Wire.—There is a very good demand 
for wire with some shortages being 
noted. Prices remain firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Barbed wire, 80-rod spools, 
painted cattle, $2.95; galvanized cattle, 
$3.54; painted hog wire, $3.16; galvanized 
hog wire, $3.58; smooth black annealed No. 


9, $3.30 per cwt.; smooth galvanized an- 
nealed, No. 9, $3.80. 


White Lily Mfg. Co. Creditors’ 


Committee Discharged 


The White Lily Mfg. Co., Davenport, 
Iowa, has prepared an announcement 
regarding its financial affairs in the 
form of a letter to the trade as fol- 
lows: 

“After you’ve spent a year and a half 
going through a financial crash, with 
your business in the hands of a cred- 
itors’ committee, with your financial 
condition such that you are unable to 
buy materials enough to meet the de- 
mand for your goods, with worrying 
every day whether you will be able to 
pull through and save your business 
that you have worked a life-time te 
build up; and then some fine morning 
you wake up to find that you have set- 
tled with your creditors in full, you 
have cleared your business of its in- 
debtedness, you don’t owe a dollar in 
the world, and you are ready to go 
ahead to do business in the old-fash- 
ioned way! Oh! Boy! I'll say it’s a 
grand and glorious feeling! 

“The above is the condition of the 
White Lily Mfg. Co. We have settled 
with our creditors, we don’t owe a dol- 
lar in the world outside of the bonds 
that are being issued and they won’t be- 
come due for several years. 

“So we’re celebrating! You will find 
our new price list on the back page of 
this letter. 

“We’re adding a new model to our 
line which is a six-sheet cabinet ma- 
chine. You will find this on our price 
list as E-43, E-44, G-45 and G-46. We 
actually believe that this will be the 
best selling model we have ever manu- 
factured. 

“We are also adopting a new system 
of discounts which will give you an op- 
portunity to purchase at a price accord- 
ing to the quantity of machines you 
buy during the year. The discount 
sheet is enclosed with this letter.” 

The Pease Hardware Co., Lee, Mass., 
has reopened for business. The store 
was badly damaged by water at a re- 
cent fire. 
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FREE Pencils 
Pay for Case 


Which Pencil deal for you? 


Mail the Coupon for Samples and Special Offer to 
Hardware Dealers— Prepare Now for School and —— Opening 


The Parker name—advertised for 30 years—would sell these hand- 

some non-clog pencils if nothing else did. But Parker offers you 
more than an established name— it gives you a pencil that com- 
bines all the virtues and none of the faults of the many made. 


One perfect pencil that— 
1 —can never jam the lead, .5—wears for years like a good, 
2—works both ways [propels strong tool, 
and repels} v8 [prop 6 — has beauty, balance and along 
; tapered point, 


3— is filled at the writing point, 7 -—¢onteinn washes, 
8—is made with jeweler’s pre- 


4—keeps its cap on so tightly it 
cannot become lost, cision and finish. 


PARXER Pencils 


Non-Clog - Worm Drive~Work Both Ways 


Concentrate all your pencil purchases on the Parker line and earn an extra 
rebate on both pens and pencils. If you are not handling’ Parker Pens it is 
almost a certainty that you will want them soon because of the great demand 
that is growing daily, due to our latest mechanical improvements and inten- 
sive national advertising. Only recently we gave the Saturday Evening Post 
the largest order for pen advertising that publication ever received. Our big 
guns will open in August—prepare now! Attach the coupon to your letter- 


head and mail today without fail for samples and full information. 


THE PARKER PEN COMPANY, Janesville, Wis. Pree awa 
i Attach to your letterhead 


Fi and mail to 
= THE PARKER PEN CO., Dept. HA-8 
: JANESVILLE, WISCONSIN 
: Please send on memorandum charge, subject to 
= return, sample Parker non-clog pencil in each of your 
: 5 finishes, together with full description and informa- 


tion on deals Nos. 
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Take your pick of these 
8 Pencil Deals 


Including Triple Plate, Sterling, Yellow Gold 
and Green Gold—Plain, Chased and Engraved. 

Deal No. 1— 2-dozen assortment; cost, $ 32.25, your profit, $ — 50 : 

Deal No. 2 — 3-dozen assortment; cost, 55.50, your profit, : Check here if i 

Deal No. 3— 4-dozen assortment; cost, 78.15, your profit, = to pay for display case oO 
Deal No. 4— 6-dozen assortment; cost, 127.05, your profit, 

Deal No. 5— 9-dozen assortment; cost, 196.80, your profit, 

Deal No. 6 —12-dozen assortment; cost, 258.45, your profit, 

Deal No. 7 —15-dozen assortment; cost, 334.50, your profit, u 
Deal No. 8 —18-dozen assortment; cost, 383.40, your profit, 255.60 


























